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Texas Starts Sandal Stampede 
for After Easter Selling 


HE joint convention of the 
Texas-Oklahoma conven- 


tion and Southwestern Shoe 
Travelers’ Association, heid in Dal- 
las Jan. 31, Feb. 1 and 2, was, ac- 
cording to L. F. Tuffly, president, 
and Harold Volk, general chairman, 
the best attended of any yet at- 
tempted. The spirited buying pro- 
gram followed by merchants in St. 
Louis continued in Chicago and 
culminated in Texas by merchants 
of the Southwest, who attended in 
numbers close to 2500. 

Styles for Easter selling were se- 
lected precisely in color and pattern 
as at earlier style displays and con- 
ventions. The new note featuring 
the buying for the period immedi- 
ately following Easter was a definite 
and pronounced trend for sandal 
effects. Open shank types were the 
choice of patterns; some shoes with 
cut-out back parts, others with ball 
and T-strap motifs and sparse slash- 
ings on the vamp. High heels are 
being demanded, with 19/8 immense- 
ly popular but 21/8 winning ad- 
mirers rapidly. Toes were round 
and medium with square effect third. 

Lou F. Tuffly, of Krupp & Tuffly, 
Houston, stated they had bought 
sandals in rainbow tints of green, 
blue, pink, parchment and varied 
colors. Only seventy-two pairs of 
white shoes were bought at this time 
with a normal output of from 5000 
to 7000 pairs, with a further pur- 
chase later to cover on some plain 
whites in pumps and one-straps, said 


Tuffly. He believes colors will sup- 
plant white to a great extent. 

Harold Volk, of Volk Brothers, 
Dallas, expresses an opinion that 
sandals will be good and whites have 
not been anticipated with any en- 
thusiasm. 

Such important’ shoe _ stores 
throughout Texas as the Guarantee 
Shoe Store and Washer Brothers at 
San Antonio have purchased san- 
dals. 

Materials will be red, blue, green, 
parchment and stone; some trimmed 
with materials of harmonizing and 
contrasting effects. Patent leather 
should not be overlooked. In ex- 
treme top grade shoes; woven vamp 
effects and quarters of colored kid 
were popular. In the popular priced 
range a tendency toward slightly 
closed shanks in sandals was ob- 
served. White shoes were not men- 
tioned as a volume business, or at 
least no activity was manifested 
during the merchants’ gathering. 
Some white shoes will be sold in 


plain pump and one-strap effects. or 
trimmed patterns, was the judgment 
of smart operators. Sandals proved 
the outstanding style note at this 
gathering of shoemen from the 
Southwest. 

Patent leather in sandals will be 
good, as this material will afford 
better contrast and opportunity for 
displaying the beauty of women’s 
feet. Caution should be exercised in 
buying these types. They must fit 
the foot. 

The Monday session of the pro- 
gram was held in the Adolphus 
Hotel. A luncheon meeting per- 
mitted the prominent members of 
the allied shoe industry to be intro- 
duced, at which Harold Volk pre- 
sided masterfully. After the usual 
welcoming speeches of local civic 
champions, Charles D. Turner, past 
president of the Dallas Bar Associa- 
tion, painted with colorful words the 
resources of Texas and the oppor- 
tunities it offers for development. 

Harry G. Johansen, president of 
the St. Louis Shoe Manufacturers’ 
Association, responded with an ad- 
dress outlining the interest St. 
Louis feels in the future of the 
Southwest and the spirit of coopera- 
tion for its development that is al- 
ways the dominant motive of its 
citizens and industry. 

Social features injected into the 
convention Monday night were a 
dance at the Baker Hotel and a mid- 
night show at the Adolphus Hotel. 
Both affairs drew capacity crowds. 


[CONTINUED ON PAGE 32] 
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~ Where the Chiropodist Stands 


“Ninety-five Per Cent of All Shoe Defects Are 
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Caused by Improper Feet” 


ITHOUT  shoes— 
shoes that do not fit, 
or are not properly 


and scientifically designed— 
the chiropodists would be 
fighting a losing battle, as 
far as patients were con- 
cerned. We know that 95 per 
cent of excrescences, such 
as corns and callouses, found 
upon the feet are due to im- 
proper footwear, incorrect 
footwear, not always im- 
properly fitted, but the in- 
correct shoes at the incor- 
rect time. Ninety-five per 
cent of the cases that are 





Retailers’ Association. 


By Dr. Joseph Lelyveld 
At the National Shoe Retailers’ Convention 


tories. 


Clinician-in-Chief of the 


Hygiene. 


Dr. Lelyveld, who prefers the 
title “Podiatrist” to that of Chi- 
ropodist, ts one of the best versed 
men in the country on the subject 
of foot health. He makes his home 
in Rockland, Mass., and served an 
apprenticeship in a number of the 
well-known South Shore shoe fac- 
At the present time he is 


Clinics of Boston and director of 
the National Association of Foot 
This article is based on 
an address made by him at the 
convention of the National Shoe 
In introducing Dr. Lelyveld, 
E. K. Burnett, secretary of the National Chiropodist's 
Association, urged the abolition of the practice of paying 
the chiropodist a commission on shoe sales resulting from 
the chiropodist’s recommendation of specific brands. 


the sole was very likely 
caused by a weak foot. 

These three common con- 
ditions are entirely outside 
of your control—and still 
you give the customer new 
shoes for old ones! 

When several pairs of old 
shoes accumulate they are in 
turn sent to the manufac- 
turer for credit. He, like- 
wise, replaces them. What 
becomes of the old shoes? 
They are a total loss, and 
while your customer is sat- 
isfied and you are reim- 
bursed, the manufacturer 


Foot 





yearly sent to the chiropo- 

dist are produced by the 
wearing of the wrong shoe at the 
wrong time. Sixty-five per cent of 
all foot ailments, orthopedic and 
otherwise, are directly or indirectly 
due to improper footwear, and a 
large percentage of the nervous ail- 
ments of the foot and body are due 
to incorrect footgear. The question 
then arises: What is the correct 
footgear? No one can answer ex- 
cept in individual cases. 

The chiropodist stands between 
the shoe salesman and the orthopedic 
surgeon. The chiropodist does not 
encroach upon the field of either the 
orthopedist or the physician. The 
facts are that many cases come to 
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This X-ray 
photo- 
graph shows 
how the bones 
of the foot 
straighten out 
in the correct- 
ly fitted shoe 
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the office of the chiropodist for 
treatment that, when properly diag- 
nosed, rightfully belong to the 
physician, and are always referred 
to them. Many conditions first rec- 
ognized in the feet are the onset of 
some systemic disorder. 

The chiropodist, standing between 
the shoeman and the orthopedist, 
aims to scientifically treat foot de- 
fects without causing a loss of time 
to the patient. To accomplish our 
purpose, we need your cooperation. 

We say that 95 per cent of foot 
defects are the result of improper 
shoes. It is also true that 95 per 
cent of all shoe defects are caused 
by improper feet. 

Shoes are returned to your store 
for credit because they have not 
been satisfactory to the customer. 
Perhaps the counters have run over, 
or the vamp cracked through, or 
the shank has worn through the 
outersole, or any one of a number 
of other conditions that can happen 
to a shoe. A satisfied customer is 
your best advertisement and in an 
effort to keep up the standards of 
your store, you give the customer a 
new pair of shoes and throw the old 
pair in the corner. Let us analyze 
just what may have caused the shoe 
defect. . 

The run over counters, undoubt- 
edly, were caused by a rotating 
ankle. The cracked vamp was prob- 
ably caused by excessive perspira- 
tion. 





The shank that wore through . 


must stand the entire cost 
of those shoes, an economic 
loss of manufacturing a perfectly 
high-grade product. And, finally, 
this cost is bound to be added to the 
price the dealer pays for his shoes. 

The condition that caused the shoe 
defect was present in the feet when 
the shoe was purchased. If it had 
been referred to the chiropodist for 
correction at the time you sold the 
shoes, the customer would have been 
relieved of much suffering and your 
product saved criticism, not forget- 
ting what Mr. Manufacturer would 
have saved. 

When a patient comes to the chi- 
ropodist for the treatment of a corn, 
wearing a tight pair of shoes, it 


The same 
bones, how- 
ever, are bent 
out of line 
and pinched in 
the too nar- 
row, pointed 
toe shoe 
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The foot with 
flat arch makes 
this kind of an 
imprint on the 
ground instead 
of showing 
merely the toes 
and three bear- 
ing points 


would be entirely useless to remove 
that corn without removing the 
cause of its painful condition. Im- 
mediately the patient is advised to 
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secure a more comfortable pair of 
shoes, with the result that the added 
comfort thus obtained creates a bet- 
ter feeling between the patient and 
chiropodist. 

When the shoes of your customer 
evidence an abnormal condition, 
wouldn’t it be far better to refer that 
condition to a chiropodist for treat- 
ment, at the time your shoes are sold, 
instead of allowing your shoes to as- 
sume the shape of the old pair? 
Then, too, better feeling would be 
created between your customer and 
your store from this closer coopera- 
tion. 

You are the shoe specialist, the 
chiropodist is the foot specialist. 
Your prescription to the chiropodist 
is just as acceptable as the chiropo- 
dist’s prescription is to your store. 
They both spell foot health. 

Fitting shoes is as much of a sci- 
ence and is just important as the 
compounding of drugs. As the drug- 
gist is recognized for his knowledge 
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as a pharmacist, the shoe salesman 
should be recognized as a specialist 
in shoe fitting. In this connection, 
please let me pay sincere tribute to 
the Training Course for Retail Shoe 
Salesmen, by the Retail Shoemen’s 
Institute, founded by Arthur L. 
Evans, the present editor of the Shoe 
Retailer—this is a wonderful piece . 
of constructive education of which 
your industry ought to be proud. 

Greater prestige will result for 
your stores to have others recognize 
your salesmen as shoe experts than 
can ever be gained by all the adver- 
tising space you can buy. 

In the foot clinics at Boston, more 
than 20,000 treatments, yearly, are 
given absolutely free to patients, and 
there are clinics of a similar size in 
New York, Chicago, San Francisco, 
Cleveland, and many of smaller size 
in other cities. The treatments are 
without cost, but we do insist that 
the patient wear a correct shoe de- 
signed for the purpose. 


The Place of Foot hela 


By Wallace A. Hill 
Educational Director for the Scholl Mfg. Co. 


ECHANICAL foot appliances 
solve a big problem for the 
shoe retailer. As items.of merchan- 
dise they assist in the fitting of 
shoes which otherwise would not fit 
because of the varying abnormal 
conditions met with on the shoe- 
fitting floor. Serving their purpose 
as a true shank in the shoe they can 
be easily adjusted to meet the foot 
conditions as found, thus making 
shoes fit feet. Mechanical appliances 
for the relief of foot sufferers have 
found a wonderful response due to 
the palliative relief that is immedi- 
ately experienced. Persons who 
have weak foot conditions and suffer 
from foot aches caused by their feet 
elongating and sliding forward into 
the toe of the shoe, want relief— 
here is where a properly fitted foot 
appliance is most necessary. Be- 
cause of their design they are as 
near anatomically correct as the 
individual could wear them; there- 
fore, are corrective in their results. 
They are so simple in application 
that any shoe fitter, with very little 
study, could intelligently apply them. 
Because of the varying lengths and 
widths selection can be intelligently 
made according to shoe sizes and 
when applied in the shoe usually re- 
sult in satisfaction and comfort to 
the customer. 
Different styles and types of appli- 


ances are a necessary part of every 
shoe store wishing to dispense foot 
comfort to the man or woman who 
stands or walks much, the heavy 
person and to those who complain 
of discomfort of shoes. 

In foot appliances you have mer- 
chandise that enables you to give 
definite service, as any good shoe 
can be made the corrective shoe you 
desire. 

You will also come in contact with 
enlarged bunion joints that force the 
shoe out of shape and soon gives an 
unsightly appearance. In such cases 
the proper bunion appliance covers 
the joint and conceals and prevents 
the bulge. 

There are many simple and correc- 
tive foot appliances that are insert- 
ed in the shoe to prevent crooked 
heels, to support the metatarsal 
arch, to relieve pressure on hammer 
toes or friction on corns or callouses, 
that every dealer can sell to good 
advantage and at a fine profit in 
addition to thé profit on the shoe 
sale. 

The simplicity of this method of 
fitting makes of orthopedic appli- 
ances a valuable piece of merchan- 
dise in the rendering of a service in 
the store. Occasionally one will 
meet abnormal conditions which, 
over an indefinite period of time, 
have become extremely annoying and 


when such a condition is met with, 
the adjustable feature of the appli- 
ances again solves a big shoe store 
problem. Orthopedic appliances are 
adjustable in height and as the con- 
dition improves through this pro- 
gressive readjustment, the foot re- 
gains its normal contour and com- 
fort. Orthopedic appliances because 
of their resilient construction can 
be fitted in any good type of shoe, 
making that shoe hold its shape 
better and wear longer. 


Even short fitted stockings can cause 


a lot of trouble. This picture shows 
the big toe forced over and the joint 
bent up 
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This window in the store of the Outlet Company, Providence, cost $100. to trim. 
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It sold $3,000 worth of buckles 


Where Display Counts Big 


$3,000 in Buckles Alone Is the Ten-Day Record 
of the Outlet Store in Providence 


HIS story has to do with one 
Irving S. Forbstein, the young 
man who is directing the shoe 
department for The Outlet Co., in 
Providence, R. I. 

First, a couple of his mottoes: 
second, some of his accomplishments, 
then you may read on about the whys 
and wherefores if you are interested. 

“The shoe buyer who is not a 
crackerjack merchandise man had 
better quit,” he says. Also—— 

“IT can take any good item and 
make a killing of it by properly dis- 
playing it in the windows and cases 
inside the store.” 

Four years ago the shoe depart- 
ment of The Outlet Co. was consid- 
ered a lemon by shoe buyers. Then 
Irving S. Forbstein was induced to 
come on from St. Louis. He took 
the job against the advice of all his 
friends. But now this shoe section 
has earned the distinction of being 


the best profit-maker of the fastest 
growing department store in the 
country. 

Forbstein believes that if a thor- 
ough, intelligent search is made, the 
true reason for alleged poor business 
will be found right within the store 
itself. In this particular case, when 
he first took hold of the proposition, 
it was just a cut-price game, but by 
grading up and making a good profit 
through regular monthly stock 
turns, he has come out a winner. « 

With factories half crazy on styles, 
merchants have been losing track of 
the staple lines. The yeal foundation 
of the remarkable success of this 
department is that sixty per cent of 
its volume is on the staple numbers. 
This business, which amounts to a 
quarter of a million dollars annually, 
is done mostly on three lines. Being 
based on solid rock, it shows a real 
profit at the end of the year, for a 


markdown is never taken. It serves, 
too, as a balance for the forty per 
cent of novelties. 

Let’s look at this staple business 
from another angle. Of the 200 dif- 
ferent patterns in the women’s de- 
partment continually, 160 patterns 
are novelties, while forty cover the 
staples. Of course, the staple lines 
are carried in a long range of sizes 
and have a markup that is beautiful. 

As for sales, Mr. Forbstein be- 
lieves that as novelty styles are go- 
ing dead every month, and as the 
stock must be kept moving, snappy 
one-day sales held once a month will 
keep the house clean of all unde- 
sirables without disturbing the regu- 
lar business. The money realized 
from these sales is immediately put 
to work in buying more new num- 
bers. By this means, the stock is 
turned each and every month. It 
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pays to carry big stocks, he says. 
Extreme styles are bought in un- 
limited amounts just to maintain 
the prestige of the department. 
Nine out of ten women will not buy 
the extreme styles they ask for and 
see, because they have nothing to 
wear with these shoes. The fact 
that they have seen the shoes makes 
them easy customers for the more 
usual kinds. 

If merchants would pick out a 
good-fitting and selling number, buy- 
ing it over and over again, the chances 
of making good money 
would be greater, says Mr. 
Forbstein. One three-strap 
gore shoe has been success- 
fully merchandised for the 
last three years, with more 
than 2500 pairs _ sold. 
Leathers and materials are 
changed often, but the pat- 
tern still holds good. 
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“PM HE whole style busi- 
ness,” he says, is based 
on common sense, not on 
style dope. Too many styles 
are killed by the merchants 
before they have a fair 
chance. We have a steady 
trade of girls from our own 
store as well as those of our 
regular trade that come in 
every three weeks like clock- 
work to buy new shoes. I 
make it.a point to talk pres- 
ent and future styles with 
these girls, for they are far 
keener style pickers than the 
average manufacturer and 
traveling salesman.’ 

Not many merchants will 
plungs on accessories as does 
Mr. Forbstein. Until two years ago 
his department never sold a buckle. 
This last year a tremendous busi- 
ness resulted from buckles alone. 
“Now, when one considers . the 
markup on buckles, the small stock 
required, and the service that the 
buckle manufacturer gives us, is 
it any wonder that we devote so 
much good space to this wonderful 
profit-making part of our depart- 
ment?” he queried. 

His first buckle order was for $600 
worth, which was sold out in sixty 
days. Then to further stimulate in- 
terest in this line, he cooperated 
with the Reynolds Co., a large buckle 
manufacturer in Providence. 

Together they worked out a plan 
wherein the store would give away 
a pair of $1 or $1.50 buckles with 
every pair of opera pumps sold. That 
stunt awoke the women of Provi- 
dence to the desirability of owning 
several pairs of buckles. Then the 
‘three ten-foot show cases in the shoe 
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December. 
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department were devoted wholly to 
the showing of shoe ornaments. Lit- 
tle sidewall cases near the elevators 
and in various strategic places 
throughout the entire store had 
buckles on display, too. 

So many buckles were shown in 
the store and in the windows, that 
few passersby could refrain from 
purchasing at least one pair. This 
confirms the statement: “I can take 
any good item and make a killing of 
it by properly displaying it.” On 
the other hand, stop advertising and 
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Some Records to 
Shoot At 


Mr. Forbstein sold $3,000 worth of buckles 
in ten days. 
He sold. 100,000 pairs of slippers during 
December, 1926. 
He sold 4,000 pairs of Zippers in two days. 
He sold 10,000 pairs of Zippers in six days. 
He sold 1,500 pairs of skates and shoes in 
(The first time that the depart- 
ment carried this combination. ) 
He increased sales of high grade shoes 25 
per cent in 1926. 
He merchandises and turns stock every 
month. 
He makes money on shoes that he knows 

- won’t sell. 
He carries staple patterns as long as three 
years, if necessary. 
He carries novelty patterns as short as 
three days, if necessary. 
- He sells as many pairs of shoes yearly, as 
there are people in the City of Providence. 
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stop displaying, bingo—down go the 
sales. 


T is good business to stand in 

with the other buyers in the store, 
Forbstein has found. For example, 
during last December he had nine 
tables scattered around the various 
floors, on which slippers and buckles 
were sold. These extra tables went 
a long way toward putting over the 
biggest December business that the 
shoe department had ever done. 

It now takes the services of three 
girls to handle the buckle business 
alone, an accessory that most mer- 
chants and buyers still consider sim- 
ply a side issue. The buckle sales 
for the two weeks before Christmas 
ran over $4,000. There are no sizes 
and widths in buckles, and one that 
costs $5 will readily sell for $12, 
so the $50,000 annual business helps 
considerably in boosting the net 
profits in this big department. 

The average shoe merchant does 
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not consider that it would pay to 
spend $100 just to build the buckle 
stadium that is shown in the picture 
on the other page. Forbstein did, 
getting handsome returns from it. 
Other merchants followed suit in 
showing shoe ornaments. Conse- 
quently, Providence, which is a lead- 
ing buckle manufacturing center, is 
the banner buckle town of the East 
from the merchants’ point of view. 

Now just two more things to give 
an idea of the scope of this shoe de- 
partment: 

The children’s section is 
good for a volume of $175,- 
000 yearly, and a Dr. Scholl’s 
Foot Comfort department, 
which requires the services 
of two experts, brought in 
an additional $30,000. 

To the readers who say, 
“It can’t be done in my town 
and store,” just remember 
that a number of other men 
who turned down the buyer’s 
job at The Outlet held that 
selfsame view. Mr. Forb- 
stein has made a mighty 
valuable contribution to all 
shoe merchants in this arti- 
cle which he allowed to be 
written around his accom- 
plishments. What he has 
done can be duplicated in a 
more or less limited degree 
by anyone who is willing to 
spend the time and the nec- 
essary mental effort. The 
principles outlined here are 
applicable everywhere, and 
any number of merchants 
are doing fully as well, in 
perhaps a little less spec- 
tacular way. 

See what he did on buckles alone. 
See how he sold them, just by dis- 
playing them properly, and figure up 
the profits that these ornaments 
made for the house. The people of 
Providence would not have flocked to 
the store if the splurge had not been 
made on the displays. The black 
velvet stadium shown in the photo- 
graph cost the house $100, but as it 
sold $3,000 worth of buckles in a 
short period the original cost was 
quite negligible. Even if it had only 
sold goods to the retail value of 
$500 it would have paid for itself, 
for the markup on buckles is usually 
from 50 to 70 per cent on the selling 
prices. 

The largest number of pairs ever 
sold in this department in any one 
day was during a “Dollar Day” of 
last year, when 10,000 pairs were 
disposed of. 
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| Getting More Shoes Sold Righi 


Get a Color Price 


MAKER of matches colors the heads so that 
a little round boxful pleases the eye and sepa- 
rates the customer from 20 cents. For the equiva- 
lent of one penny’s worth of illumination the at- 
traction of color increases the value twenty-fold. 
Both serve the same purpose precisely, yet one 
commands twenty times the price. 
If every retail shoe merchant could be brought to 
a realization that color commands a price, he would 
not be selling beautiful new colors for spring and 
summer at the price current for blacks. During 
February more colorful footwear will be presented 
to the women of America in anticipation of spring. 
Every woman looks to her springtime wardrobe, 
and pretty footwear serves as a forerunner of color 
harmonies ahead. A little better profit taken by 
the merchant makes possible a sweetening of profit 
all along the line, back to the basic material itself. 
Never has an industry faced a more wonderful 
array of materials as well as colors. Search is 
now being made in the seven seas, because the 
jungles have been exhausted as sources of some 
of the materials fashionable in footwear. The 
China shark with its sparkling Galuchat is a com- 
ing favorite. There is no limit to the search for 
hides and, as one tanner puts it, “Soon we will have 
frog’s hide, chicken hide and maybe formalde- 
hyde.” 
All these factors contribute to a more pleasurable 
and profitable Spring and Summer season in this 
year of 1927. 
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What’s Your Objective? 


NUMBER of surprisingly efficient business 
executives have been developed whose tools 
of trade have been the old-fashioned planning 
board. During the war time when every campaign 
or attack was in contemplation, the officers would 
set a definite objective and then plot out every 
move to bring about the desired victory. Every 
possibility of counter attack was discounted and 
the final movement was not ordered until every- 
thing had been put down on the planning board and 
theoretically O.K.’d as a winning push. 

The month of February is the planning year. 
Every merchant should lay out his attack on the 
public purse on a theoretical planning board, the 
objective of which is a certain profit, after a cer- 
tain time. He knows that his great push now is 
up to Easter. On the Monday following he ought 
to be able to look a profit square in the eye and 
say, “I expected this, planned for it and now have 
it. What is my next objective?” 

During the month of January he was getting 
his ammunition ready in the shape of new shoes, 
new colors and new materials. 

In the month of February while cleaning out 
the old stock the merchant is preparing the sell- 
ing battles up to Easter. In the merchant’s best 
judgment colorful shoes should go over at a better 
margin of profit. These pretty shoes serve as a 
forerunner of still more beautiful color harmonies 
ahead. 

In each and every pair the merchant is looking 
for a little better profit, and he knows that when 
he gets it it makes possible a sweetening of profit 
all along the line back to the basic material itself. 

We are attempting in our Profitable Merchan- 
dising section to give the merchant honest-to-good- 
ness constructive assistance in disposing of mer- 
chandise. On alternate weeks he can watch for 
this great merchandising feature. The merchant 
is stepping into a profitable selling season, provid- 
ing he has planned fer it and is ready with worthy 
merchandise. 


Watch the Throats 


HOE merchants are having more trouble with 
throats of shoes than ever before. Is it due 
to the fact that women’s feet are changing? Can 
it be that as the heel elevates it gets slimmer and 
the flesh is pushed down into the forepart? Some 
of the new wood turned out by the last factories 
show one-eighth of an inch added depth at the 
throat, and even at that some factories are forced 
to leather up the lasts to get still better fitting 
room. 
Some attribute the change to less exercise and 
the lack of snugness formerly put into a shoe by 
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high oxfords and boots. In some stores dozens of 
pairs of shoes are ruined by clerks putting throats 
under the stretcher in the hopes of easing the tight 
spot. This is but an expediency. The thing to do 


is to have the wood of the last in the correct place 
previous to the making of the shoes. 


Tell the Farmer 


‘67 IGGERS lie and liars figger.” But it is a 

fact that the big mail order concerns are 
selling millions of pairs of shoes to the country 
folk. They are not bad looking shoes at that. They 
are made by manufacturers in tremendous lots and 
are sold at prices to stagger the small merchant. 
Some of the mail order houses offer shoes to the 
farmers at prices lower than the retailer’s fac- 
tory cost. 
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are content to sell staples and moderately good 
looking footwear. 

There is one point of attack that seems to be 
most feasible. Farmers, as a rule, are the great- 
est readers of radical literature on earth. They 
take all sorts of a so-called agricultural literature, 
some of it being nothing more than outright propa- 
ganda against existing things. Their minds are 
easily inflamed. They listen to the preaching of 
hates and class enmities. They are stirred up 
against the “city slicker.” They come to regard 
any one dwelling in towns as their natural ene- 
mies. By that same token they are incited against 
the merchant and his so-called “enormous profits.” 

Again, we say, use the other ear. There is 
nothing to prevent the merchant from using the 
weapons of his enemy. Farmers may be induced 
to read the propaganda of the shoe dealers as well 


If you are situated in 
a town or city that is 
surrounded by a big 
farming community 
you may be astonished 
to know just how many 
parcel post packages go 
out of your local post- 
office in a day. And, 
you will be more as- 
tounded to know how 
many of those parcels 
contain shoes that you 
should have sold. 

Farmers who retire 
and come to town to 
live will continue to 
patronize their favorite 
mail order concern. It 
is a habit that is hard 
to break. 

Once more, we ask: 
What are you shoe mer- 
chants going to do 
about it? You have 
been talking about it 
for many years. Is it 
not about time you be- 
gan to do something 
about it? This compe- 
tition is more danger- 
ous than your friendly 
enemy down the street. 
Most of the sales to 
farmers are staple mer- 
chandise that would af- 
ford you a nice, steady 
business if you had it. 
Mail order houses are 
not strong on_ the 
“style game.” 


They ———— 


The Reason Why 


PRICE BROTHERS 
Chicago Heights, Illinois 

Although we have only been established in the 
retail shoe business for the past four months (with 
much success) we wish to take this oportunity to 
express our sincere gratitude for the wonderful ser- 
vice and ideas rendered through your great national 
weekly, THE Boot AND SHOE RECORDER. 


The articles offered in this enterprising maga- 
zine are so interesting and valuable that we eagerly 
look forward to its arrival each week. 


The Recorper has given us invaluable informa- 
tion as to what is being accomplished by successful 
merchants in buying, materials, patterns, etc. 


Wishing you continued success, we are 
Very truly yours, 
PRICE BROTHERS, 
(Signed) Louis A. Price. 


Great Merchants of the future may be but 
youngsters in business today. 

Who ever heard of Tony Geuting twenty-five 
years ago? 

Today he is an outstanding success in the retail 
shoe world. 

Price Brothers are starting in the right way. 

They are anxious and willing to learn from the 
other fellow’s experiences. 

The merchant who reads and thinks and works 


today is bound to be a success tomorrow. 


President. 
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as that of the self-seek- 
ing politician and dema- 
gogue. 

The highways lead 
out to the farms and 
the shoe man who owns 
a car may drive over 
them. He may address 
a meeting of farmers at 
their community center. 
He may meet those 
farmers at their homes 
and make them his 
friends. All he needs 
to do is to be human 
and truthful. Farmers 
are real people, just 
like you and all the rest 
of us. They are not 
hayseeds. They are 
reading, thinking folk. 
But, their isolation 
makes them the victims 
of ail outside printed 
matter. 

Get the story of your 
styles and_ selections 
and your comparative 
values to him somehow 
—and often. 

Farm folks are no 
longer penurious in 
their. spending. You 
find high priced auto- 
mobiles on the farm 
these days and Paris, or 
copied from Paris 
gowns. Farm people 
are as susceptible to 
style propaganda as 
any other. 
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Texas Starts Sandal Stampede 


The postponed portion of Mon- 
day’s program was placed with Tues- 
day’s luncheon session held in the 
Adolphus Hotel and largely at- 
tended. A. H. Geuting sounded the 
keynote in his talk, “Make a Profit,” 
which will appear in an early issue 
of the RECORDER. Merchants re- 
ceived great benefit from the style 
discussion and open forum presided 
over by Chas. E. Williams of St. 
Louis. It was generally recognized 
that white shoes will not sell in vol- 
ume. The demand will be for parch- 
ment, water lily and colors in this 
tonal field, with a few reds, blues 
and grays. 

There was no dissenting opinion 
regarding ‘black as staging a heavy 
revival after Easter. Some trim- 
mings were mentioned. 

Leonard Volk of Volk Brothers, 
Dallas, said in the discussion, 
“Patent highly trimmed, I believe, 
will follow Easter selling. Sandals 
with open shanks and T-straps are 
showing great strength and we’ve 
bought them. Water lily will be 
strong after Easter. We have 
bought nothing new in white shoes. 
Merchants may overplay high heels.” 

Carl Mueller of Austin said, “Open 
shanks should be carefully bought. 
Box heels will be good. Gray shoes 
are selling well at present and will 
improve.” 

H. S. Sanderford, Wichita Falls, 





[CONTINUED FROM PAGE 25] 





Harold Volk, of Dalias, General Con- 
vention Chairman, who did a good 
job 


said: “Parchment will run consider- 
ably after Easter. In patterns, nar- 


row high running strap effects are 
good.” 
W. H. Prater, Ardmore, Okla., 


said: “Black will follow real light 
colors after Easter.” 

H. L. Davis, Waco, advised: 
“Cover sufficiently on blacks. Buy 
for immediate and future needs as 
many are not covered.” 








seating of both. 





Tuffly Again Heads Texas Association 


The following officers were elected at the Texas Convention: 


President—L. H. Tuffly, Houston. 

First Vice-President—H. L. Davis, Waco. 

Second Vice-President—Harold Volk, Dalias. 

Third Vice-President—H. L. Sanderford, Wichita Falls. 
Fourth Vice-President—Henry Byers, Fort Worth. 
Secretary-Treasurer—W. B. Taylor, Fort Worth. 


Directors for Three Years—Earl L. Britton, Dallas; R. D. 
Chastain, Beaumont; W. E. Buckey, Houston; C. M. Selby, Dallas. 


E. C. Jordan and Will Harris, both of Fort Worth, were tied in 
the voting for directors, but a vacancy on the board permits the 


of the Oklahoma Association hold over until June, when 
ion will be held at a one-day convention. 


The next Texas-Oklahoma joint convention will be held at 
Dallas. 











Lou Tuffly of Krupp & Tuffly, 
Houston, said: “Sandal types in T- 
straps in both low and high heels 
are looming large and will demand 
our attention next. We lost money 
on whites last year but will not this 
year, as our buying will be practi- 
cally -nil.” 

Chas. E. Williams outlined the 
tentative plan which is being pre- 
pared for the conducting of the next 
national convention. It will be sub- 
mitted for adoption later and when 
approved will be presented to the 
trade.” 

Other speakers on the program 
were Herman C. Harrison of the 
Shoe Retailers’ Mutual Insurance 
Co., Miss O. M:. Johnson, ‘assistant 
manager, N.S. R. A., and A. V. Fin- 
gulin, secretary of the National 
Shoe Finders’ Association, who in 
valuable and practical suggestions 
advised merchants how to inereéase 
their findings business through ser- 
vice and application. © 

The evening style show; at which 
45 models displayed as many lines in 
complete ensemble of advanced 
spring fashions on a perfect runway 
trellised and festooned with flowers, 
was effectively presented. From the 
models ten girls were selected to ap- 
pear later at a midnight frolic at 
one of the large theaters, where the 
judges selected Miss Helen Nicks, 
age 22, of Dallas, as Miss Cinderella. 









































L. H. Tuffly, Houston, President 
Texas Shoe Retailers’ Ass’n 
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PROFITNBLE 
Merchandisin 





tical aspects of selling footwear. We can look 

at the task of putting the shoe industry in con- 
dition for profitable merchandising as being the day- 
by-day obligation of everybody in the trade. 

Chis year is going to see live shoe men securing 
better pay for the service they render to the public, a 
better net return for the time, money and labor in- 
vested. Profits in selling shoes at retail have been 
too low, and the distinction of serving wthout pay 
will not, we hope, be continued in 1927. 

The retail shoe industry can be stimulated to higher 
appreciation of what footwear means to costuming in 
1927. If the stores were selling shoes for utility 
alone, we would revert back to standard stocks, ex- 
tremely low margins of profit, and store keeping, but 
1927 holds up the mirror of fashion and footwear 
must be sold as a style item to be thrown away when 
the style movement is past, instead of being worn 
to the final shreds of leather. 

The item of the management which is to bring about 
this profitable merchandising, therefore, becomes a 
far more important subject, for the public’s interest 
is best served by increasing the consumption of shoes, 
always remembering that the merchant is entitled to 
a fair and reasonable return for the work done, the 
risk and the liability of style. 

Business is being done on better principles, and 
with better results, but to meet new conditions in the 
trade, higher costs and higher expenses must be met 
by a revision of percentages of profit. When shoes are 
sold in volume at small profits and with everybody 
doing it, many a merchant is going to get his fingers 
burned by the left-over sizes and styles. On a rising 
market, therefore, better service warrants better 
profits, and the closest application to the policy of 
getting more shoes sold right. 

We feel that this feature will = the RECORDER 


Tite is a section devoted to. the intensely prac- 
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in 1927 a powerful aid to the betterment of the shoe 
business, so that each branch thereof can make a 
profit commensurate with the service rendered. 


The Idea of Service 


ERE are a few words about service—they were 

not written for general circulation—only to be 
circulated among the employees of the important 
Far West shoe store, where they originated. They 
were made to emphasize the kind of service the man- 
agement wishes the public to receive. But they are 
worth passing on, for this kind of service will surely 
pay in any business. 

“The moment service ceases to be voluntary, it 
ceases to be service. 

“Service is not something to be boasted about. It 
rightly belongs to every customer, rich or poor. So 
we do not boast about service. We merely emphasize 
it. We.talk about it only as something to which every 
customer is entitled. And we want to feel sure that 
every customer is getting it. 

“The prospective customer more than has his eye 
on us. He is looking for flaws. He is measuring us 
more than by mere appearances. 

“He is looking for the one satisfactory place to 
leave his money, in exchange for satisfactory shoes. 
And that is a mighty important consideration to him 
—and an equally responsible one for us. 

“If on ‘looking us over’ he feels we are weak in any 
one respect, that one weakness will outweigh a host 
of arguments for strength. So we must watch the lit- 
tle things. All we do, should be done as for a pros- 
pective customer—as for the man or woman who is 
not yet a regular customer, but who we hope will be.” 


49) 
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The Recorder’s best wish is that “your store will be as busy every day this Spring.” 
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In this national search of 
mine for other people’s ideas I 
have again started on the road 
with a car full of note books. I 
eventually expect to hit every 
shoe store in America on my 
pilgrimage. 

This is my fourth annual trip 
field editing for the RECORDER 
and for every idea I get I ex- 
pect to exchange one on the 
spot. For every idea published 
I expect thousands of merchants 
to find an immediate use for 
same in their business after 
necessary adaptation. I am on 
my way, so you can expect me. 


A‘Model Speech for 


the Shoeman 


HARLES HERMANN, JR., gave 

a good résumé of the shoe in- 
dustry before the Lion’s Club of 
Chillicothe, Ohio. You members of 
civic clubs who are called upon to do 
likewise can, I am sure, get the en- 
tire talk from Charles. These are a 
few of the high points: 

Last year’s statistics show that 
there were a total of 390,000,000 
pairs of foot coverings manufac- 
tured in this country. The last 
census gives us a population of 106 
million souls, or almost four pairs 
of shoes to each individual, so I want 
to ask, “Did you get your four 
pairs?” Or does it mean an over- 
production or does it suggest that 
the retail merchant is overstocked? 

The retailing of shoes is quite dif- 
ferent to the methods of the past. 
Some few years back the customer 
would decide for herself whether it 
was necessary to buy. If in need of 
a pair of shoes, they went to the 
customary store and bought—today 
they do not do it that way. The 
merchant must constantly call atten- 
tion by advertising, he must create 
a desire, he must stress the point— 
of having new shoes, and not only 
new shoes of necessity but types of 
many descriptions. He endeavors to 
cultivate the idea of “Colors for day 
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and black for night” and instill a 
desire to have his patrons buy not 
only one pair but a pair for each 
costume. 

The lady must have mules for the 
bath, boudoirs for the bedroom, 
juliettes for the kitchen. She must 
have walking shoes, boots for hiking, 
party slippers. She must have 
styles in leather, models in fabric. 
She requires high heels, low heels 
and heels that are neither high nor 
low. 

But shoes, as well as most mer- 
chandise, are not bought these days 
—they are sold. Salesmanship is 
necessary to make the art of selling 
possible. Intelligent advertising is 
essential, for you must first attract 
your prospective purchaser. The 
learned shoe salesman must know 
these things—he must know how to 
fit both men and women. 


* * % 


Advertising to the Boss 


HE Boston Shoe Store of Louis- 

ville recently came out with an 
eight inch double column advertise- 
ment that was different from the or- 
dinary. It read as follows: 

“An Open Letter to Salesmana- 
gers—Do you judge your men by 
their heads or their feet? . 

“A well known salesmanager, who 
has quite a reputation as a ‘man 
picker,’ insists that he forms his 
first impression from a man’s foot 
rather than from his head, claiming, 
and with good reason, that a man 
must be good on his feet if he is to 
succeed as a salesman. 

“There must be something in his 
reasoning, for his men certainly 
strike a fine average in their quotas. 











“Perhaps some of your men are 
handicapped by improper shoes. Do 
not hesitate to send them to us t 
try on our shoes, without obliga- 


tion.” 
* * # 


Ladies’ Lounging Room 
Proves Popular 


CCORDING to A. L. Ruskin, as- 
sistant manager of the Wilbert, 

Inc., store at 1121 Euclid Avenue, 
Cleveland, the shopper of today ap- 
preciates a rest room. This opinion 
comes as a result of the response 
given by Wilbert patrons to the sec- 
ond floor lounging rooms. Here the 
tired shopper welcomes the oppor- 
tunity for a short rest before re 
suming her tour. As a result of this 
convenience, sales have increased 
and there has been a_ tendency 


toward higher class trade. 
* * * 


Increases Advertising 


EWSPAPER advertising and an 
original extensive mailing list 
is the medium by which thousands 
of people are being attracted to the 
centrally located boot shop of Knox 
& Knox, Auburn, N. Y. The firm 
[CONTINUED ON PAGE 40] 
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Where Does Money Come From? 


= cannot pur- 
I chase the products of 

industry until they 
receive from industry an 
amount sufficient to buy 
those products. I am not 
speaking of wages as dis- 
tinguished from dividends; 
I am saying the total buy- 
ing power of the country 
which is supplied by wages, 
rent, dividends, interest, 
whatnot—the total buying 
power of the buying pub- 
lic must come from busi- 
ness. They, the buyers of 
the country, cannot buy the 
products of business, un- 
less in some way from busi- 
ness they secure an amount 
of money which is suffi- 
cient to buy the products 
of business. Money doesn’t 
come from nowhere. It has 
to come as a definite soutce 
of income and with little 
analysis as I said before, 
you can establish the fact 
that all income of whatever 
sort comes from business. 


NDER what condi- 

tions does business 
pay money to buyers? It 
is not given away except 
rarely, it is paid out only 
under two conditions: 
First, in connection with 
the production of goods, 
and second, in connection 
with the increase in capital. 
It requires very little 
thought, I think, very little 
analysis, to establish that 
that is true, that there is no 
other source of income to 
the buyer of goods except 
the income which comes in 
connection with the produc- 
tion of goods and in con- 


By Waddill Catchings 


In introducing Mr. Catchings to the National Boot and Shoe 
Manufacturers’ Convention the chairman said :— 

The gentleman who is now to talk on the question of PROFIT 
ts affiliated with many big industries, including J]. P. Morgan & 


‘Company, the Platt Iron Works, B. F. Goodrich Company, the 


Underwood Typewriter Company, the Studebaker Corporation, 
member of the Advisory Council of Secretary of Labor during 
the war, and prominent director in the firm of Endicott-John- 
son Company. He is also an author on the subject of Profits. 


INCOME bese PROM pemecrine, 


~~ 


—s=_ INDIVIDUAL 
INCOMES 


The flow of money illustrated in the book, “Profits,” of which 


Mr. Catchings was co-author. 


In recent years, my inter- 
est has been greatly aroused 
in considering where is the 
money coming from to take 
up the goods which we are 
fitted to produce. I can’t 
find any other source of in- 
come to the buyer except 
the two sources I have 
given you. 


ET’S consider the first 
source. What is the 
income of the buyer in con- 
nection with the produc- 
tion of goods? You as 
business men know that 
there is no successful com- 
pany that pays out as 
wages, as interest, as rent, 
as dividends, an amount 
equal to the sales price of 
its goods. It would be un- 
successful if there is no 
profit, no accumulated sur- 
plus. In other words, in 
connection with the pro- 
duction of goods, business 
as a whole if it is success- 
ful (if it isn’t successful 
it does not survive) does 
not pay out to the com- 
munity an amount equal to 
the sales price of its goods. 
No one of you in any of 
your companies desires to 
pay out an amount more 
than you expect to receive 
from your goods and that 
is true of every business 
concern. 


HEREFORE; it can be 

definitely established in 
the production of goods the 
buyer does not receive an 
amount equal to the sales 
price of the goods. I re- 
peat that this does not 
involve a question of wages 


nection with the increase 
of capital facilities. 

That is all there is, there isn’t any more money to 
be spent except the money that is received from those 
two sources. I challenge you to think about this be- 
cause just as a business man I have been thinking for 
many years on this question of mass production. 


or dividends or relative 

proportions, but the total amount paid out of all 
sorts of description, wages, rent, interest, dividends, is 
not equal to the sales price of the goods. So that there 
is in connection with the production of the goods, a 
deficit of consumer purchasing power necessarily always 
and inevitably if business is going to be successful and 
[CONTINUED ON PAGE 37] 
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He Who Knows His Customer 


By Dr. Samuel W. Grafflin 





He who knows and understands his customer—will 
have trade 


Real inspiration came from the utterances 
of Dr. Grafflin, who spoke before the National 
Boot and Shoe Manufacturers’ Association in 
New York. He said in part: 


Buyer Beware! Competition Is the Life of 
Trade! Hire Your Help at the Cheapest Price 
and in the Cheapest Market! Work Them Till They 
Begin to Show Evidences of Age; Junk Them and 
Get New Blood. 
But a tremendous change has come since those old 
days and I want to present my text at this time: 


L= ago our slogans in business were: Let the 


He who knows and understands his customers will 
have trade. 

He who knows and understands his competitors 
will have safety. 

He who knows and understands his business will 
have riches. 

But he who knows and understands his employees 
and workmen will have peace. 


Always: keep an open mind for new truth. After 
you have the courage to pioneer and the will to in- 
vestigate and capacity for new truth, the next thing 
is that you must have a tolerance of radical young 
men while you hold steady, because the young man, 
after all, is to take your place, and unless he has de- 
veloped ideas better, newer and fresher than yours, 
under your conservative tutelage, then the business 
won’t go ahead one bit, that is all, she is at a dead 
standstill. 


OU know I don’t take any stock in a settkéd man. 
I have never seen a settled young man for whom I 
would give a whoop. I have one single daughter. If 
Mrs. Grafflin came up and said, “There is a nice, set- 





tled young man downstairs calling on Dorothy,” I 
would say, “Hold him until I get the ax.” 

In all sincerity, the young man that is down on the 
ground at 20 will never go up, but the old man who 
is up in the air at 50 will never come down, either. 

The next thing that we have to have after we have 
the courage to pioneer and after we have the will to 
investigate, after we have the capacity for new truth, 
after we have a tolerance of radical young men while 
we ourselves hold steady and steer them to the splen- 
did thing, guiding the volume of their power into the 
ways of right endeavor, while we are doing that thing, 
then the next thing is that we must have a set of 
honest convictions, real convictions about the busi- 
ness. So many of us have no business convictions, 
and because we haven’t any business convictions our 
own gang don’t know just where we stand, and that 
is the most dangerous thing in a firm; it is better for 
a firm to be composed entirely of crooks than to have 
an honest front and a crooked inside. I mean just 
this: A whole lot of us haven’t straight convictions. 
We are like the man you know whose little boy came 
to him and said, “Father, the captain says the ship 
is going down,” and the father said, “What’s that to 
us? It doesn’t belong to us.” 


ELL, it does belong to us and we are on it, and 
if she goes down we are going down with it. 
Then in the fifth place you have to have a sense of 
responsibility. There isn’t any single industry in 
America on which the life of America as much de- 
pends as it does upon the man who fits America to 
stand on its vigorous feet. My father, who is a great 
Southern horseman, used to say “No frog, no foot; 
no foot, no horse,” and everyone of you horsemen 
have heard the farrier say that a dozen times—‘No 
frog, no foot; no foot, no horse.” 
Let me say to you that the man who isn’t properly 
shoed isn’t at peace with himself and the world. 
Here you are fitting the world to do comfortably the 





He who knows and understands his competitors—will 


have safety 
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vigorous thing that it must do or fitting America to 
do that thing, and you can’t afford for one minute 
not to realize your responsibility and your responsi- 
bility to three vital factors. First of all, your responsi- 
bility to the public; second, your responsibility to the 
trade as such, and third, your responsibility to the men 
who are working for you in your stores. I wonder how 
many of you realize that the vital man for you to watch 
always and to coach and to train and to care for is this 
lad that you have just hired as a clerk. 


Know Your Customers 


EEP a scrapbook of information about people. 

Begin with your own customers. Enter memo- 
randa of everything about them which comes within 
your knowledge. Add memoranda about other local 
people you hear about but may never have seen. Read 
the papers for news about local folks, especially so- 
ciety pages of the Sunday papers. Read the news. 
Make a note of Mr. Albert’s connection with the state 
and local jewelers’ association; of Mr. Bertrand’s 
activities in the florists’ association; of the interests 
of men and women in all sorts of local projects and 
outside enterprises—business in its individual and 
cooperative phases, board of trade or chamber of 
commerce; clubs, lodges, churches; every phase of 
life that gets into the news. Cut out newspaper 
pictures of local folks and paste them in your scrap- 
book. You will be surprised to see how much grist 
comes to your mill. 

Go over your scrapbook once a week, or oftener, 
and keep your collection of information fresh in your 
memory. Then often, when you step forward to serve 
a new customer, you will recognize her by sight, or 
will quickly discover her identity, and will find that 
you know so much about her that you can serve her 
easily, effectively and satisfactorily. 

This advance information is interesting and valu- 


He who knows and understands his employees and 
workmen will have peace 
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He who knows and understands his business will 
have riches 


But how about the customers who are utterly 
strange to you? Can you discover accurately what 
they are when they are in the store? It is impor- 
tant to be able to size up customers from points of 
contact you make with them when you begin to serve. 


able. 


Where Does Money Come From? 


[CONTINUED FROM PAGE 35] 


if a surplus is going to be accumulated at all. 

Now even if the buyer did receive from business the 
full amount of the sales price of the goods, obviously 
the buyer couldn’t spend that for the goods offered him 
for the buyer must save. Every individual if he is 
sound and prudent and thrifty must save. Even if he 
did receive from business, which he does not, an amount 
in wages, interest, dividends, etc., equal to the sales-price 
of goods, he could not buy those goods because he must 
save. And therefore, his savings would cause a deficit. 
There are therefore in business always, constantly, 
insistently, these two forces which create a deficiency 
in consumer purchasing power: First, the necessity 
of accumulating a surplus in the corporation, that is, 
corporate savings; second, the necessity of saving by 
the consumer so that to the extent that the business is 
successful and a surplus is created and to the extent 
that individuals save, there is this deficiency in con- 
sumer purchasing power. That deficiency is only made 
up in connection with the creation of new capital fa- 
cilities. 

That is the only other source of income and that is 
the manner in which that deficiency is made up. You 
take the surplus of a corporation and invest it in the 
creation of new facilities; you take the savings of the 
individual and invest that in the creation of new facili- 
ties, and that purchasing power is then returned to 
the consumer and is available to the purchase of goods. 

But now you reach this point that in the creation of 
that purchasing power, incurring that deficiency you 
have created new facilities of production but you have 
merely given a purchasing power which is equal to the 
demand made in the operation of the previously existing 
facilities. 



























VERY modest 
display man 
(yes, there are 


really a few of them 
loose) was talking the 
other day on customers. 
He claims that very 
few merchants consider 
the importance of the 
numbers of people who 
pass by their stores each 
and every hour of the 
day. This is the striking 
assertion that he made. 
He claims it is based on 
figures he feels to be 
accurate that 3.3 per 
cent of the population of 
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To Get the Early Customer 


Try These Plans and Sprinkle with Style 















to wear uniforms as to 
assure neat appearance. 


Sends Customers 


Cards 


HENRY GENSLER, 

® proprietor of Gens- 
ler’s Bootery, Mount 
Oliver, Pa., believes in 
“making the most” of 
his attendance at Shoe 
Style Shows. And s0, 
on the occasion of the 
big event in Washing- 
ton, D. C.. when Penn- 
3ylvania and the other 
States in this group 
“Showed ’Em What's 








a city will pass the win- 
dows of a centrally 
located store each hour 
of the shopping day. 

If a city has a popu- 


as 





“A man without a smiling face should not open 
hop with a 


What in Footwear,” J. 
Henry was all prepared 
“round of am- 
munition” in the form 


9 








lation of 50,000, that 
means there will be an 
average of 1650 passersby each hour. The point he 
was bringing out was that windows have a larger cir- 
culation than the average newspaper; also those win- 
dows that stand out as being extra attractive bring 
the greatest returns. The ordinary commonplace trim 
is a decided liability, as it repels those going along the 
street. On the other hand, by mixing a goodly amount 
of gray matter with these selfsame shoes, the result 
will be most satisfactory, from an increased sales point 
of view. 

Continuing, he said: “As the rent of a store is based 
on the frontal footage, it follows that the merchant 
should get the most out of his window displays. Very 
few do, however.” An example was cited—the store of 
Chas. A. Stevens & Bros. in Chicago charges $100 a day 
to the selling department using their large island show 
case. 

To “stop the feet and start the mind,” the displays 
must first of all be attractive, and to make them at- 
tractive costs money; not a lot of money, but enough 
to gain the audience so much desired by the merchant. 


Dress the Part 


T appears to be quite the accepted thing for the 

management of the New York shoe stores to furnish 
their salesmen with store coats. These coats are of 
the Palm Beach variety and often have the store’s 
monogram worked on the collar. It seems to be “agin 
the law” in the East for a man to appear on the floor 
without a coat at any and all times. The idea of sup- 
plying these coats is not so much of requiring the men 





of a post card to his 
trade back home. He 
told his customers that he had made “some wonderful 
selections in spring and summer novelties at the style 
show. I never saw such beautiful designs as to color, 
style and workmanship,” said he. “Women’s and chil- 
dren’s shoes are a dream, and men also come in for 
their share of fashion. I am sending this special in- 
vitation to you to visit our store during our spring 
opening, for I’m sure you'll be well repaid. Antici- 
pating your early visit, I am sincerely yours.” 

A good idea for your next convention; have the cards 
addressed before you go to the convention city. 


Spring’s Colorful Palette 


For a complete tieup of window, newspaper advertis- 
ing and interior decoration for spring use the artists’ 
palette. A thin board cut out in shape of a gigantic 
palette by a local carpenter and with splotches of paint 
in- prevailing shoe colors for the window and for the 
interior of the store. Have newspaper advertisement 
in shape of palette. Complete coordination. 


«Flower Distribution 


At an afternoon performance of the local theater 
have a couple of flower girls distributing flowers, one 
to each person, with a nice little tag attached to each 
with your name on it. 


For the First Spring Shoes 


Open the store until midnight upon the arrival of the 
newer spring shoes. Don’t sell anything. Run a short 
style show with music. Just let women see what is new 
and talk with them, getting their ideas. Do something 





February 5, 1927 












































February 5, 1927 












like this to get some direct views from the customer 
herself. 





“Spring's Day” 





To draw trade into their shopping center, merchants 
sometimes cooperate. Several apparel merchants get 
together, each cooperating merchant giving out tickets 
with each dollar’s worth (or five dollars’ worth) of 
shoes or hats or lingerie sold. The tickets are per- 
forated and the customer writes his name on one halt 
and deposits it in a box 
in the store. At the 
time designated as 
“Spring’s Day,” for ex- 
ample, a circular with 
the names and goods of 
these merchants is sent 
out announcing the rules 
which apply to the giv- 
ing of prizes to the ones 
whose names are _ se- 
lected, and a list of the 
prizes. Plenty of pub- 
licity given this idea 
will stimulate buying on 
“Spring’s Day,” when 
the coupons are given 
out, and also bring a 
good attendance on the 
day when prizes are to 
be awarded. 
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For Window Figures 


The magazines are filled with silhouette figures which 
may be cut and pasted on a background that will allow 
them to stand upright. A girl can do this work. Se- 
lect figures into whose hands a price card may be stuck, 
and stand each figure by a shoe. This will give a win- 
dow populated by little women. 


Tabloid Newspaper 


The Store Tabloid Newspaper. Copy the style of the 
regular tabloid news- 
paper and paste onto the 
form the interesting 
news clippings regard- 
ing shoes, gathered 
from trade press and 
big-city newspapers. 


Roadside Sign 


The roadside sign is 
a valuable window prop- 
erty. Have it made up 
of wood, with the letter- 
ing on one arm as fol- 
lows: “To the Links’; 
on another arm, “To the 
Inn,” and “To Town.” 
On the “roads” leading 
off in the direction 
pointed to by the ar- 
rows, put the shoes that 





“Telephone Salesmen” 


Some stores have a 
battery of “telephone 
salesmen”; girls who do 





There is no limit to the amount of money 
women can spend in a shoe store—other than 
the merchant’s imagination 


would be worn to the 
links, or town, etc. 


The Sketch Artist 
The rapid sketch art- 








nothing but call up cer- 
tain customers and tell 
in an engaging way about the new goods that have 


just come in. 
The Long-hand Letter 
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A high school girl who writes a good hand ought to 
be employed right this minute by every shoe merchant. 
In after school hours she can write a letter to women 
customers telling in her woman’s way about some par- 
ticular spring style. In the letter, offer to send the 
style talked about to the customer’s house. Use 
tinted stationery with address in 8-point type on back 
of envelope. 





A Daring Telegram 


Some time ago a concern in Kansas telegraphed at 
the end of the summer that, “Your straw hat is dead.” 
The men receiving the telegram took it as a novel idea, 
and came in to buy their new hats of this daring mer- 
chant. Try it on shoes. Try it on men, for spring. 





Spring Openings 
Sales are beginning to bud. The shoe merchant 
ought to have some little cards printed up for the mil- 
liner to distribute to their customers for him, and he 
ought to tell his customers where to buy their hats. 
This is a little service to one’s patrons and a business 
maker is in doubling up your points of contact. 


ist, of which there are 
many, might be em- 
ployed by a store to make quick charcoal or crayon 
sketches of a customer buying shoes, before noontime 
on certain days. An advertisement in the paper ought 
to produce someone who follows this line of work. 


Beauty Parlor 


If a hardware dealer can put a beauty parlor into 
his shop, why can’t a shoe merchant do the same? De- 
partment stores give “concessions.” So may you. This 
is an idea to bring women into the shop for spring 
buying. A novel departure which gives one something 
to talk about in windows and newspapers. 


A Spring Feature 


Don’t neglect the children’s department. Announce 
the giving of free seeds for spring planting, the idea 
being to offer prizes for the best vegetables grown 
from your seeds. 


The Bell Ringer 


The first advertising was done by the bell ringer. 
Revive this custom by dressing a man up in an English 
costume and give him a “scroll” announcing the new 
spring styles at your store. It might get people talk- 
ing. Something novel for spring is important. 
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[CONTINUED FROM PAGE 34] 
advises that last week they added 
motion picture advertising in the 
local theaters previous to the pro- 


gram. 
* * * 


About the Bell-Ringer 
of Greensboro, N.C. 


SPACE five feet high and ten 
A feet wide is the dimensions of 


Dan Hooker’s kosiery department in 
his store in Greensboro, N. C. Yet 


hh 


7 
yes) 


the stockings kept in this small sec- 
tion is the direct means of causing 
the cash register to chime 15,000 
times this year, an increase of 3000 
over last year. This constant chim- 
ing is as sweet to Hooker’s ears as 
the song and storied bells of St. 
Mary’s are alleged to be. 

One of the self-imposed duties of 
the boss of this Arcade shop is to 
see that the ringing is constant. The 
methods used are plain common 
sense ones. New stock is always 
coming in. At least once a week a 
new number is admirably shown. “I 
find this gives us all pep, as my ex- 
perience teaches me that it is easy 
for all of us to show and sell the new 
things first,’’ said Mr. Hooker. 

Customers are treated according 
to the Golden Rule, so, to quote 
again: “We really do give our cus- 
tomers good values, paying at times 
as much as $18.50 for a $2 seller. 
Then we carry this plan out: we 
never argue with a customer. If a 
pair of hose is returned for any 
reason, she is given another pair 
with a smile. Very few pairs are 
returned, however.” 

Sales resistance is reduced to a 
minimum, partly by the constant 
flow of new goods, partly by excellent 
service, and largely through stocking 
well-known and _ well-advertised 
brands of hosiery. A good display 
of stockings up front where everyone 
sees it helps out wonderfully. 
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Carriage Trade Good 


LUMSTEIN’S, on 125th Street, 

New York, claims to have the 
largest carriage trade in New York. 
Any fair day will see from twenty- 
five to forty-five baby carriages lined 
up on the sidewalk, in charge of a 
uniformed attendant, while the 
mothers are trading in the store. 


* * 


When Is a Sale 


Completed? 


ERE are a couple of thoughts 

picked up at Staiger’s of Port- 
land, Ore., and furnished by J. H. 
Reinhart: 

“A shoe sale is not completed until 
the customer is sold hosiery to blend 
with the shoes and dressing to care 
for the particular shoes purchased. 
Both are vital from the standpoint 
of service that the shoes will give 
the customer.” “This town has been 
a price town for the most part. Our 
new policy is to play brand new 
shoes at all times and eliminate all 


sales.” 
* * * 


Is Your Men’s Business 
Sick? 
ERE’S a medicine that has 
effected a remarkable cure in 
Richmond, Ind. 

The patient was terribly weak, 
complaining of indigestion of styles 
and a lame back from carrying too 
much stock. 

The cash register did not function 
properly and a dizziness was felt 
each night when adding up the men’s 
sales. 

A dose of clever advertising was 
taken each day. 

The patient showed an immediate 
improvement from this treatment. 
Inside of one month he was sitting 
up and taking notice. In two months 
he was telling the cockeyed world 
that he could lick his weight, barring 
nothing. 


18,908 Steps Today F2=S= 
co 
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That is what C. E. Turner, vice- 
president of the Risley Shoe Co., 
said, only he told it in his usual dig- 


nified manner. 
* * * 


Getting Solid with 
the Kids 


HIS letter is one that Russell & 

John at San Bernardino, Cai., 
mailed to the youngsters who par- 
ticipated in their word contest but 
did not win any prizes. We call this 
a good letter and a good stunt. 


“Dear Friend: 


“We congratulate you very heart- 
ily upon the excellent showing you 
made in our recent word contest. 
We are, of course, very sorry that 
you did not win one of the prizes. 
However, there is another way you 
can get these valued prizes, and this 
time it is a surer way. There is no 
chance vf losing out. 

“The same prizes that were giver 
in the contest, together with many 
other prizes, will be given to you 
after you buy so many dollars’ worth 
of shoes. | 

HOW TO GET THE PRIZE YOU WANT 


$8.00 worth of merchandise and get a 
JACK KNIFE 

10.00 worth of merchandise and get a 
COMPACT 


Buy 


16.00 worth of merchandise and get a 
WATCH 

16.00 worth of merchandise and get a 
FOOTBALL 


16.00 worth of merchandise and get a 
FOUNTAIN PEN 

16.00 worth of merchandise and get a 
SCOUT KNIFE 

60.00 worth of merchandise and get a 
SCOOTER 


** 100.00 worth of merchandise and get a 
WAGON 


“We keep a record of your pur- 
chases, and the whole family can 
work for the same prize. There is 
no time limit. As an extra reward 
for your hard work on the recent 
contest, we will give you $2 extra 
credit toward the souvenir you want 
if you will bring this letter with you 
when you make your next purchase 
Buster Brown and Tige hope to see 
you soon.” 
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IS SELLING AT RETAIL 


Covering the Entire Country in Real Style Survey 


A. McDAVID of the McDavid Shoe Store, Green- 

e ville, S. C., says that his customers are “Calling 
for rose blush and blond leathers more than for any 
other shades—in other words, for gay colors, even as 
light as parchment.” 

“Plain blacks in patent leather are still good,” Mr. 
McDavid continued, “and I believe this demand will 
continue in some degree almost indefinitely. Cherry 
red has been good but apparently has just about had its 
run. Black patents trimmed in cherry will probably be 
fairly good for some time.” 

Houston, Texas, shoe dealers find the best sellers are 
distinctive Southern designs in kids and patents. The 
Houston dealers are selling more ties and pumps with 
fancier trims and little lower heels than the dealers in 
colder climates. The vamps are short and the soles 
turned. 

Harris-Hahlo Company say their best sellers are a 
step-in of patent with lighter patent trims and heel, 
turned soles, short vamp and medium heel. The com- 
pany also finds good demand for a side lace pump in 
patent of various colors with no trim except the lacing. 
Reptile trims are not so much in demand, but ornaments 
sell readily. : 

Hammersmith’s, an exclusive shoe house, report their 
best sellers are ties and step-ins of colored patent, cherry, 
pastel, wine and rose, with fancy kid or patent tips, heels, 
and straps. The vamps are short and the heels medium. 
There is some demand for kids with gingham trim and 
heels and a good demand for kids in various colors and 
trims. Some reptile trims are sold. 

Eggert’s store Seattle, Wash., already has had numer- 
ous calls for light-colored shoes, and accordingly will 


The “Peggy,’ a_ two- 
eyelet tie, in four leather 
combinations and a com- 
bination last — Klevan 
Bros., Altoona, Pa. 


Reptile and kid oxford, 

with wing tip and re- 

ceding toe—Turk Bros., 
Tulsa, Okla. 


lay in a heavy stock of beige and gray models for spring. 
Patent leather is going most strongly at present. H. L. 
Eggert said that their 1926 business showed a good in- 
crease over that of 1925, and that the holiday trade far 
exceeded their expectations. 

Patent leather tie models have sold more than any 
thing else during the last few weeks, according to Cress 
Phillips of Phillips’ shoe store. 

While advance sales on waterlily kid indicate that 
much can be expected from it later in the season, J. E. 
Cooper, manager of the shoe department of Clemens, 
Columbus, Ohio, where Wohl shoes are featured, is con- 
tinuing to make an outstanding percentage of sales on 
black patent pumps with a similarly sustained demand 
for three and five eyelet ties. He is making a special 
display of rhinestone buckles and silver evening slippers. 


Jack Schetley, shoe department manager for The 
Meyer Jonasson Company, Liberty & Oliver Avenues, 
Pittsburgh, Pa., who handle ladies’ footwear only, finds 
that ties are their best line, and that they are selling 
quite a few Colonial pumps. 

Silver and gold kid are outstanding for evening wear, 
he says, and he finds that there is more of a demand 
for silver than gold, which is dying out. brocades are 
no longer worthy of mention as an evening shoe he 
declares, and offers the explanation that the ease with 
which a very cheap brocade, which is even attractive for 
a short while, can be made, has lowered the value and 
standard of the brocade as a high-grade evening shoe 
in the estimation of the better class retailer. 

H. D. Williams, of Dolly Dean Shoes, 209 Fifth 
Avenue, Pittsburgh, Pa., says, “Patent leathers are very 
strong for general and afterncon wear. For evening 
wear we have some beautiful numbers in silver kid, and 
black satin pumps with rhinestone heels and buckles all 
selling very well.” 


~ B. LEVINE, Manager of the Parisian Bootery, 520 
e Wood Street, Pittsburgh, says, “We find that 
brown and black suedes are moving well. The oxford is 
very popular at present and we have been doing a brisk 
business on it. I find that we have been doing a big 
volume on patent leathers and satins, and have also been 
having quite a number of cajls for some of the light 
colored kids which we are selling for the past season. 

“Women’s footwear for the coming spring season, 
| believe, will be very gay. By that I mean that the 
really goods sellers will be a great array of color kids, in 
roseblush, pastel, parchment and some shades of gray 
and Spanish Raisin, combining reptile trimmings. 

“It is also evident from close observation that the cut- 
out sandal shoe in the best bench-made models as shown 
by the higher-grade manufacturers, is to be a very popu- 
lar thing. 

“IT believe all high-grade retailers are looking for 
genuine reptile, even though the scarcity of the material 
makes the price high, and that the real article is eagerly 
bought by the better class retailer. - I have noticed that 
lizard, roseblush and gray are the colors in demand. 

“The tie effects and step-in pumps seem to be the 
leading and outstanding style for early spring, and heels 
are remaining as high as the past fall. For the open- 
ing of the spring season we bought pale shades in 
kids. Blue, green and red in the newest tones, I am 


Patent leather  step-in, 

tongued and buckled 

model—Boston Store, 
Milwaukee, Wis. 


The Lois, of cherry pat- 
ent with pebbled chagrin 
collar and gold kid piping 
—Chandler Boot Shops, 
Nashville, Tenn. 
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led to believe, will be good as the Southern retailers 
have bought heavily. 

“In my estimation the last two weeks of February, 
and March and April, will be the biggest color season 
in the history of the shoe business.” 

John F. Funnell, head of the shoe department of the 
Kleinhans Company, Buffalo, one of the largest men’s 
stores in the country, reports black is the big seller at 
present with medium shades of tan going quite good. 
Grains are also selling very well. On the whole the 
tendency of Buffalo buyers at this store is away from 
the extreme fancy styles. Commenting on the sale of 
evening foot wear, Mr. Funnell stated that it was a fifty- 
fifty proposition between the dull and patent leather 
models. 

“Sales in young men’s shoes are strong,” says Edward 
Joseph, manager of the Majestic Man’s Shop of Austin, 
Texas. Black calf skin with white eyelets and colored 
stitching is selling well at this store. The tan blucher 
oxfords of balloon last are also moving well, while 
Scotch grains are winning favor with the young cus- 
tomers of this firm. 

Patent leather dancing shoes are a steady sale with 
this firm, as special emphases is placed upon this section 
of the stock, which results in a good demand for these 
shoes. The outlook for spring ‘business is normal, ac- 
cording to Mr. Joseph. 

Early in January the Wood-Levy Shoppe, Detroit, 
began showing light colors in new spring lines. A 
beautiful window setting in lavender and green was 
installed in each of their show windows and new spring 
lines displayed. W. F. Wood, one of the proprietors, 
reports that shell gray is showing extreme activity, 
and he expects that this color will outsell parchment 
shades from present indications. 

At Lubin’s, Inc., Detroit, “Jack” Lubin stated that he 
is pinning his faith on open shanks and sandal types 
for a lot of his early spring trade. Among the styles 
of this type were seen a shell gray with pepper and 
salt combination in a sandal lined throughout with dainty 
pink kid. A cocoa-tan with gingham kid in black with 
gold dots in geometrical pattern was shown in a sandal 
slipper. A sandal with center strap in gold cloth bro- 
caded in metallic floral pattern and lined with gold kid 
was also shown as a popular number. 


RIGHT colors are also shown at Lubins. Green lizard 

and snake leathers with lighter kid combinations 

brightened up the showing considerably. Red lizards also 
are shown. 

Another selling pattern is a Pennington pump in vari- 
ous combinations. This pump has an open shank on 
the outside of the shoe with a strap and buckle at the 
top to make it adjustable to the ankle. 

Murray J. Nussbaum, new manager of the Maison- 
Maurice Co., Cleveland, Ohio, reports that evening slip- 


Pump of rosewood kid, 

Spanish heel and trim- 

ming of reptilian leather 

arent: ig Angeles, 
al. 





Patent leather or Marsala 
kid cut-out oxford, with 


either Cuban or high 
Spanish heel—Hanan & 
Son, Los Angeles, Cal. 
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Party slipper of silver 
kid—O’Connor & Gold- 
berg, Chicago 





pers, which went big during the holidays, are still selling. 
Buckles are likewise holding up especially in the higher 
priced pieces. Mr. Nussbaum believes these items wil 
last throughout the spring. 

Black patents are selling well at present. Tan kids 
in the two tone combination are also moving. Stray 
shoes, outside of black patent and black satin, are getting 
a heavy call. Low heels and short vamps have the 
present tendency. 


ANCY ties are going well, according to L. F. 
Nieman, manager of the Chisholm store, Cleveland 
Ohio. A black patent tie with short vamp, high heel, anc 
fancy colored ribbon, has recently been introduced t 
bring forth a hearty response. Tan kids in solid colors 
with contrasting dark trims, are likewise selling well. 
Small straps with little side buckles, are proving a big 
issue. Arch support shoes are also picking up, accord- 
ing to the manager of this store. 

Among the novelties in the men’s line, an all-cherry 
patent oxford was recently brought out. This is an 
extremely dressy number in smart footwear. Black 
shoes for men are moving fast as well as the different 
shades in tan calf. Mr. Nieman believes that French 
lasts are going to make a hit in the men’s line for spring. 
He looks for the lighter shades of tan calf to come out 
strong once again. 

Joe Steele, owner of the French Shop, Atlanta, and 
formerly president of the Southeastern Shoe Retailers’ 
Association, reports that the lighter shades of footwear 
are the big sellers right now, and that the outlook for 
spring indicates lighter shades willl continue to prevail, 


Afternoon oxford of 
patent and antelope— 
Des 


Younker Bros., 
Moines, Iowa 





Strapped model of col- 
ored kidskin with spike 
heel, reptile calf covered 


—Stewart & Co., New 
York City. 





with a good demand also expected for brighter colored 
footwear. It may be, Mr. Steele states, that bright 
colors will be in bigger demand than the trade at pres- 
ent anticipates, as it is still a little early to definitely 
determine what the tendency will be, but that light 
shades will continue good seems more or less certain. 
The style trend is toward pumps, one-straps and tie 
effects, while patent leathers are also selling very well in 
Atlanta. Mr. Steele believes that a better than normal 
call will develop this spring for patent leathers, and 
looks for one-straps and tie effects to continue popular 
throughout the season. 
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— Biege Veal Lace 
ford. Widths B,C, D. 


(0—As 2306, Black. 
11— As 2306, Tan. 
Price $3.25 
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2415 — Pfister & Vogel’s 
Tan Calf Blucher Oxford. 
Widths B, C, D. 
2416 — As 2415, Black. 
Price $3.85 


f 2413—Pfister & Vogel’s 
if Black Calf Lace Oxford. 
Widths B, C, D. 


2414—As 2413, Tan 
Price $3.85 


resenting 


The New Honorbilt Line 





2419— Blucher Golf Oxford, 
Rueping’s Stroller Tan Elk 
with Parchment E!k Saddle, 
Gro-Cord Sole. Widths B, 
Cand D. 


Price $4.00 
In Stock March 10th. 


- 





Honorbilt Shoes. A 
specialty line on which 
dealers can_concen- 
trate and buffal a grow- 
ing, profitable business.. 











Two Popular Ranges for Volume Sales— 
$5:20 and $6:2° Retail 


Never before such values in dress shoes for men and young men! 
Competition can’t touch them. Built to a quality standard and 
backed by the Mayer Honorbilt reputation for service and comfort. 
Honorbilts have been advertised for years. The demand is growing 
by leaps and bounds. Millions know them. No dealer should 
hesitate to stock this fast-moving specialty line. 


Soles cut only from No. 1 oak-tanned leather, choicest part of the skin 
(no necks, shoulders, or bellies used). Uppers are the best leather ex- 
pert buyers can obtain for shoes at these prices. Attractive patterns. 
Every shoe fits. Every model skillfully fashioned to give a snug fit at 


‘theankle. Built by a separate plant specializing exclusively on Honor- 


bilt Shoes. Complete stock on hand for immediate shipment. A co- 

operative advertising plan that directly benefits every dealer. Write for 

samples on approval. Or wire, our expense, for salesman to call at once. 
F. MAYER SHOE COMPANY, Mikwaukee, Wis. 


_Honorbilt Division 





F. M. $. Co., 1927 
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Branches: 


Boston 
Montreal St. Louis 
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Motifs 


leather. 


fade. 
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Add New Charms 
to Dainty Fantwear 


Rueping’s Fantasy Calf is truly 
unique—unlike any other ornate 


Finished in eight different Oriental 
decorative themes, each of which 
is faithfully carried out as a theme 
but with no exact duplication of 
any mark. Each theme may be had 
in any desired color combination. 


Smooth grain, alligator, lizard, baby 
lizard, reptile and Qwanna grain. 


Colors cannot wash off, rub off or 


Write now for swatches. 
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FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


San Francisco Cincinnati 
New York 


Frankfort, Germany 


Chicago 


Paris, France 


Milwaukee 


Northampton, England 
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Pastel 
Parchment 


Shell Gray Rose Blush 


Colors That Contribute Character 


One of the first reasons for the preference that exists 
for Creese & Cook leathers among makers and sellers of 
first rank footwear, is the evidence of true quality which 
they present to the customer. 


When you add to this the distinct character which Creese 
& Cook colors impart to shoes it is easy to understand why 
our latest colors are in such eager demand. 





Tony colors include,x—TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 











| CR EE SE] 
Oeye) way 


OnE © a, Ge - 2. Ga im 4 
95 South St. 


P. A. HENRY & CO. 


SILVEY & CHRISTMAN ca lea TEAR A 
706 B’way, Cincinnati, O. 
New York Cite Lo, Ai 62 Mason St., Milwaukee, Wis. 


New York City 
LLE REE ae HAINES & THELLER 
a NH. Met oY ~ 200 Davis a ae Francisco, 


1602 Locust St. 
St. Louis, Mo. 


TANNERIES: 
DANVERSPORT, MASS. 
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One Year Old Giant 


The increase of our dress shoe 
shipments for 1926 over 1925 was 


$2.000.000.00 


Never before such growth! Never before such recognition! 


A one-year increase of two million dollars—a young 
giant, the prodigy of the shoe industry. 


This young giant has scored; has molded leadership! 


His foundation is right for style is the essence of his 
amazing growth. Nutured by the *Weyenberg Style 
Guild, this young fellow has grown steadily and 
reached out farther and swifter each month. His 
fame has expanded to the four corners of the United 
States, and twelve months have made him a modern 


wonder-working Aladdin for shoe retailers everywhere. 


In these days of superlatives, “bigger’’, “greater, and 
“best” are, at the most, meaningless words—words 
that mean nothing unless qualified by evident actuali- 
ties. With this in view, we have disclosed the sum 
of our increase, not as a boast, although we are proud 
of it, but rather as evidence that the functioning of 
the Weyenberg Style Guild is making two pair of 
shoes sell where one sold before. 


We thank our thousands of friends who have helped 
nurse this youngster. 


WEYENBERG SHOE 
MFG. COMPANY 


MILWAUKEE 


*Each member of this Guild is a specialist in footwear designing and is devoted to 
creating the smartest and fastest selling footwear the shoe markets offer. 


WRITE FOR FOLDER 
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HE style that makes the smartest shoes for 


women is matched to a nicety by the style 
of Goodyear Wingfoot Heels. Besides that trim 
design, Wingfoots have the long-wearing quality 
that outlasts other heels. They .cushion better, 
and they keep their cushioning longer. The re- 
sult of these qualities, and of the greatest adver- 
tising program behind any name in the industry, 
is that more people walk on Goodyear Rubber 

Heels than on any other kind. 


Goodyear guarantees Goodyear Wingfoot Heels 
to outwear any other heels and to give more cushioning 


WENGEOOT 


Copyright 1927, by The Goodyear Tire & Rubber Co., Inc. 
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s @+H-ALDEN COMPANY 
Designers ad Makers of Mens Fine Shoes 
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A BOY’S MANNISH SPORT OXFORD 
GRISTLE SOLE 


Boston Office: |OHigh Street 
lactory and Executive Oftices 
ABINGTON, MASS. 























BOOT AND SHOE RECORDER 


SE (6) STR. 
¢ WOON ON —a SRO) oy OPS OFS 


the vital need of New. 
Cushman-Hollis models in 
your stock within a 


‘Now i 


earnestly urge every CU™ 
man-Hollis customer to 
take time by pie forelock 
with one | 


r {-HOLLIS 
PANY 

Hd Home Office 
» Maine 


Albany Building 
‘on, Mass. 
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nenee 
Because of its gay contrasting parchment 
«Paisley gingham underlay on the quarter, this 
* one-strap pump suggests spring flowers. It is 
of pastel parchment kid on the 261 last and 
carries an 18/8 spike fullkouis heel. 
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AWRO has passed the sampling stage. 


It has been definitely accepted by some of the 
most critical makers of men’s fine shoes—and now 
occupies a prominent position in their lines. 
















If you haven’t seen Lawro you should ask us for sam- 
ple cuttings at once. 


We know you will be impressed with the new refine- 
ments which it embodies—its color richness—its very 
fine ““break”’— its brilliance of surface. 


In the separate Lawrence tannery which is wholly de- 
voted to the production of LAWRO, we are sparing» 
nothing to make a calfskin that will meet your high- 
est ideals. 


A. C. LAWRENCE LEATHER CO. 


210 South Street 


Boston, Mass. 
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‘<IN STEP WITH FASHION’? 
For the Smart Trade 





HE Season’s most chic Tie in 

Patent Leather with Pearl Rose 
Blush Kid covered heel-—stitching to 
match. Built over our 1300 and 1900 
Lasts carrying 19/8 and 20/8 Spike 
Heel. Also with 14/8 Box heel. Also 
in Pastel Parchment Kid or Calf with 
Brandt’s ‘‘Parcale’” covered heel and 
other combinations. 


MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


W.H. LAMPE 


Shoe Co. 


Saint Louis Manufacturers 








3 _.The Difference 
“Every Type of Display Fixture Known” ¥ ; 2 : 
nici ipalllindis vertheiad |’, Between Turns and 
McKays 


CARRIED : This is only one of the sub- 
—— | jects discussed in a 16-page 
FRANKEL ° 
| 24-HOUR ooklet— . In 
ouaury | | a. booklet—just off the press 
| , addition to telling how turns 


AND Ri 
K FOR . 
SERVICE § a Faaeadl _ *.and McKays are made, there 
BS 27 | are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 


vouch for it. 








25 cents per copy 


(cash with order) 








preee Smee ‘ Boot and Shoe Recorder Pub. Co. 


453 hd an St. 


207 South St. Boston, Mass. 
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The Ritz Sandal, a popular style from the Burdett 
Line of Specialized Growing Girls’ Turns. A 
pattern which adapts itself well to various com- 
binations of color and material. Retails for 


$7.50. To order only. 


During the Ohio Valley Convention at Columbus, 
Hap Burdett will display at the Neil House. 


























COMPANY 


M’'ASS. 
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also with Cuban heel 
B-794—Shell Gray Calf (Blue underlay) 


February 5, 1927 


B-792—Parchment Calf (Abbo Patent Underlay) 


B-773—Patent, 19/8 Hee 

eararetet Cyben Ht 1 ; B-793—Patent (Parchment Calf Underlay) 
- ‘atent, an Hee 

B-764—Parchment Calf, Cuban Heel . 

B-798—Shell Gray Calf, Cuban Veel... 





B-282—Pearl Gray Suede 
B-258—Parchment Kid .. 
B-573—Black Satin 
B-572—Patent Leather 
B-224— White ~ clare 
B-575—Whi' 


B-262—Shell Gray Kid : B-3672—Fa. 
B-256—Pearl Gray Suede aa Gh ae ello lane : ‘ r+ th Black Satin . 
B-259—Parchment Kid , te? 

B-260— Patent 





SIZES 


Terms 
Net 30 Days 











“Ileana” 
B-738—Shell Gray Calf (Blue Piping) 


B-283—Pearl Gray Suede . B-709—Parchment Calf (Abbo Patent Piping) 
B-70S8S—Patent Leather (Parchment Calf Piping) 


B-284—Parchment Calf 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 
New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. S. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Philadelphia Shoe Merchants 
Hear Instructive Color Talk 


Leather Man Discusses Spring 
Shades at Association’s 
January Meeting 


PHILADELPHIA (UTPS)—Predictions. 
on leading spring styles were made by 
E. Barclay Earhart, vice-president o 
Robert H. Foerderer, Inc., Philadelphia 
tanners, in an address, “Leather for 
Spring,” before a meeting of the Phila- 
delphia Shoe Retailers’ Association. 
The session was conducted at Slater’s 
‘Shoe Shop, 4856 North Broad Street, 
of which Alfred H. Cohen is proprietor. 

Colors, of course, will predominate in 
the. spring, Mr. Earhart said, but the 
leading hue will be lotus at the Foer- 
derer plant, he pointed out. The lotus 
is a variety of the beige shade. Next 
in demand, he said, will be the platinum 
shade, a gray. Less popular, therefore, 
will be the darker shades, according to 
Mr. Earhart. 

Mr. Earhart explained that the 
Foerderer plant handles its advance 
production on a chart system. He told 
how the chart is prepared through in- 
formation obtained from silk, hosiery 
and woolen manufacturers. The data 
obtained from these manufacturers, he 
said, determines what colors will be in 
demand for a particular season. In 
this manner, he said, the Foerderer 
plant has been able to forecast the color 
trend for the spring of 1927, and is 
making its plans for production accord- 


ingly. Ss ee 

= addition to Mr. Earhart’s talk, the 
retailers were addressed by Miss Rau, 
style expert and color designer for the 
Foerderer company. Miss Rau’s ad- 


dress confirmed details. given: by Mr. |} 


Earhart in relation to spring color de- 
mands. 

The session was presided over by 
Albert Forster, president of the Phila- 
delphia association, and was considered 
the most interesting, from the stand- 
point of profitable information, in sev- 
eral months. 


Add Shoe Departments 


Battrmore, Mp. (UTPS)—Since 
moving into their new three-story 
building at 3320 Eastern Avenue, Adler 
& Goldberg have added a shoe depart- 
ment, in which are being carried com- 
plete lines of men’s, women’s and chil- 
dren’s shoes. This is an entirely new 
line for the firm, which heretofore had 
confined its business activities to the 
handling of apparel only. The firm 
had been doing business in the eastern 
section of the city for a number of 
years, being located almost diagonally 
from its new location. 








Try to Make Macon 


Every merchant in the Southeast, 
which covers Florida, Georgia, 
Alabama and South Carolina, is 
expected to be present at the annual 
convention, March 7, 8 and 9, of the 
Southeastern Shoe Retailers Associa- 
tiorn-at Macon, Georgia. There will 
be 35Georgia peaches on the run- 
way ard. plans are being made for 
a practical and instructive conven- 
tion. Those intending to attend the 
convention are requested to write to 
President George P. Bussey for 
reservations. 














To Open Second 5th Ave. 
Shop 


New YorK—Cammeyer will open a 
new.‘store- on Fifth Avenue about 
March 15, according to present plans. 
The new store, which will give this con- 
cern two shops on America’s best 
known shopping street will be at 557 
Fifth Avenue, a few blocks below their 
present de-luxe shop at 677. A 15-year 
lease has been taken on the store room, 
which has an area 25 x 100 ft. The 
de-luxe shop carries shoes from $20 
up. The Cammeyer 34th Street store 
has a price range of $10 to $18. The 
new shop’ will specialize in shoes at 
$12.50 to $22 a pair. 


B. Koppel Discontinues 


BALTIMORE—Benjamin Koppel, local 
shoe merchant, operating a store at 814 
North Gay Street, will discontinue bus- 
iness at that location, according to a 
recent announcement. Mr. Koppel has 
been in business at the above address 
for some time and carried a complete 
line of shoes for men, women and child- 
ren. Endicott-Johnson and other well- 
known brands were carried. 


Wiltsey with Atkinson 


Des Mornes, Iowa (UTPS)—E. C. 
Wiltsey, formerly manager of Harris- 
Emery Shoe Department, left for 
Minneapolis Monday, where he will be 
in charge of E. E.. Atkinson & Com- 
pany's shoe stores in that city and St. 

aul. 





Robinson’s to Open 
Suburban Store 


Kansas City, Mo. (UTPS)—Coin- 
cident with the celebration of the 
twenty-fifth anniversary of the open- 
ing of their main store at 1016 Main 
Street, Robinson’s Shoe Company an- 
nounce the opening Feb. 12, of their 
third suburban branch in Greater 
Kansas City. 

The new branch will be located at 
102 North Liberty Street, Independ- 
ence, Mo., properly a part of Kansas 
City and so considered in mentioning 
Greater Kansas City. Independence is 
the county seat of Jackson County and 
the shopping point of many rural resi- 
dents of the county. 

The location is a strategic: oneyon 
the public square and the store will 
occupy a large room arranged in the 
line of all the newly ope Robinson 
—. pom Par ig room of Ro store 
wi ivided by an arch from a 
second room given over to the children 
of shoppers. Ps 

This play room has metwith*popu- 
larity in the suburban stores. *Jt_is 
fitted with ground apparatus, ‘slides, 
swings and rides, which keep the { 
on out of mischief while the mothers 
shop. ' 

In line, too, with the policy of the 
company, the manager of the new store’ 
probably will be chosen from one of the 
older employees of the main store. The 
managership has not been announced 
yet. 

The other suburban branches are 
located in Country Club Plaza and at 
Sixty-first Street and Brookside Boule- 
vard. A third branch is in Kansas 
a Kan., and a fourth in St. Joseph, 
Mo. 


Nathan Kaiser a Benedict 


Port -CHESTER, N. Y.—Nathan 
Kaiser, son of Louis Kaiéser, retail 
shoe merchant of. this town, and man-, 
ager of his father’s store, was married 
recently to Miss Miriam Fisher, of 
New York. After an elaborate wed- 
ding, the couple left for an extended 
trip to California. On their returfi, 
Nathan Kaiser will continue the man- 
agement of the Louis Kaiser shoe store, 
which is one of the most successful in 
this town. 


Moving Shoe Depts. 


PHILADELPHIA—The shoe section in 
the Wanamaker store here is being 
moved from the Market Street side of 
the first floor to the section between the 
Market and Chestnut Street frontages 
and will be rearranged into a series of 
small shops. 
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The young fellow of today knows what 
he wants when he buys shoes. 

—youth—snap—sparkle—kick—are: what 
he is looking for—and it’s up to you to 
see that you meet him on his own style 
ground if you want his business. 

KNOX “Varsity Styles” talk his style 
language as you'll realize when you see 
them. 

Service and Individuality are specialties 
of ours. 


To retail at $7 to $8 


Huckins & Temple, Inc. 
Milford, Mass. 


Boston Office, 135 Lincoln Street 


Ben Teasdale, Western Representative, 
324 Republic Bldg., Chicago 


THE SHOES YOU ORDER ARE THE SHOES YOU GET 
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Gutman Enlarges and 
Improves Shoe Dept. 


BALTIMORE, Mp. (UTPS)—Joel Gut- 
man & Company, one of the largest 
and oldest stores in this city have en- 
larged their shoe department, effecting 
much additional necessary floor space. 
It now has about double the floor space 
it formerly occupied. The department 
has also been rearranged, with the re- 
sult that it is now presenting a much 
more attractive appearance n here- 
tofore. It has attractive glass show 
cases for the displaying of the new 
models and advanced styles. Part of 
the department has attractive wicker 
furniture — ge the = 

urpose of affording patrons 
pe a while seated and also of afford- 
ing friends of patrons to wait in com- 
fort while the latter are being served. 
The store which is located on Eutaw 
Street, near Lexington is now cele- 
brating or observing its Diamond An- 
niversary, having been founded by the 
late Joel Gutman, seventy-five years 
ago. The styles of yester-year worn by 
our old sires are on exhibition in a 
special section of the store reserved 
for that purpose. 


Thomas F. McGraw Dead 


RACINE, Wis.—Thomas F. McGraw, 
57, one of the oldest and most promi- 
nent retail shoe dealers here, died at 
his home on Jan. 14, following a short 
illness. He was at the store as usual 
on the morning of the day previous 
and was returning there in the after- 
noon when stricken. He returned home 
—_ collapsed and died early the fol- 
owing morning. 

Mr. McGraw had been planning on 
a long rest and had been closing out 
his retail store on Monument Square 
a few weeks previous to his death. He 
was a native of Racine and had lived 
there all of his life. He was prominent 
in the Knights of Columbus. His wife 
and two daughters and one son survive. 








Dress Shoes for Men 


at +m 


—patent or dull leather of a quality that 
insures satisfactory wear, and with all the 
style for which any man could ask 

So much value at $8 is possible only 
because they are made to our special 
order 


Men’s Shoe Shop—Entire Basement 


RICH'S 


Proper kootwear 
F Street at Tenth 





Selected from Washington, D. C. 





Shoe Dept. Burned Out 


BALTIMORE—The shoe department of 
the Oriole Department Store was 
stroyed in the fire which wrecked the 
store causing damage estimated at 
$250,000. The fire started in the base- 
ment of the building and p to 
the first floor before it was discovered. 
And before fire apparatus arrived, it 
had ascended to the fourth floor, wreck- 
ing all those below. The fire started 
early in the morning. The store was 
housed in a new structure erected at 
Baltimore and Poppleton Streets a few 
years ago. 


New Store in Pittsburgh 


PirtspurcH, Pa. (UTPS)—The Lin- 
coln Bootery, a new shop selling ladies’ 
shoes exclusively, recently opened at 
604 Liberty Avenue, under the man- 
agement of E. C. Eichelbelger. 

This is the fifth store of the chain 
operated by D. Mussoff throughout 
various localities. They sell at one 
price only—$5. 

ma. ment expresses the 
hope that business will continue 
to be as as that already ex- 
perienced; for they enjoyed a brisk 
business for two days before the formal 
opening, Mr. Ejichelbelger says. 


New Nettleton Shop 


WASHINGTON, D. C.—B. Rich’s Sons 
recently installed a Nettleton shoe de- 
partment at dheim’s new.and at- 
tractive “home,” 1409 H Street, N. W. 
Goldheim’s features haberdashery, En- 
glish luggage, customized clothes, Stet- 
son hats, two well-known makes of 
cravats, and now, Nettleton’s shoes. 
The Washington Post, in its rotograv- 
ure section of Jan. 23, devoted a full 
page to photographs of Goldheim’s ex- 
terior, and various departments, on 
opening day. The Nettleton shoe sec- 
tion of this store is a leased depart- 
ment and the public will not know that 
it is culaned by B. Rich’s Sons. The 
salesroom is surrounded by artistic 
wood paneling, with large display case 
—the stock is segrega and concealed 
at one end of the department. 


Field Co. Reorganized 


Des Moines, Iowa (UTPS)—The 
Elwell-Field Shoe Company, 508 Wal- 
nut Street, will be reorganized and the 
firm name changed to the Field Shoe 
Company. 

In 1918, T. Frank Jaques, R. W. 
‘Sturgeon and W. E. Evans purchased 
the interests of Frederick Field and 
John K. Elwell. Mr. Jaques has now 
purchased Mr. Sturgeon’s interest in 
the company, effective Feb. 1. 


Sells 18 Pairs at Once 


Baraboo, Wis.—Eighteen pairs of 
shoes were sold to one customer by W. 
E. Rowland of the Rowland Shoe Co., 
here during a sale after the holidays. 
Mr. Rowland is claiming the Baraboo 
non-stop shoe selling championship as 
a result. The customer took advantage 
of the sale to a! shoes for apr d 
member of his family two years in ad- 
vance. 





High Grade Stores Flash 
New Spring Shoe Colors 


St. Louis—An ice storm the first part 
of the week hurt the sale of shoes but 
boosted business in overshoes and rub- 
bers. It is this rubber business which 
many retail shoe merchants are depend- 
ing on to hold up volume. The first 
two weeks of January showed good in- 
creases but the last two weeks have 
nullified much of this gain. 

The better grade stores already are 
selling spring footwear. One of the 
ultra shops says that practically all 
sales are on spring shoes, with parch- 
ment kid assuming the leadership. 
Gray is mentioned as a good with 
a tendency toward increa popularity 
as the season becomes more active. The 
operator of a high grade store feels 
that the demand for gray can be de- 
pended on until Easter. Patent is not 
forging ahead at this time but will 
receive its share later. : 

Popular priced stores give the re- 
verse picture, and in a few of these, 
reports indicate that patent leather 
leads all other materials. 


Chas. H. Schroeder Dead 


Detrortr—Charles H. Schroeder, 
president and treasurer of the R. & H. 
Shoe Co., died Jan. 14, at his home, 
680 Virginia Park. Although his 
health had not been good for past 
year, he had visited his office regularly. 
Mr. Schroeder came to Detroit 23 years 
ago from Toledo and purch the 
shoe business of John Kratz on Ran- 
dolph Street. Later he purchased the 
Richard and Huetter shoe store on the 
corner of Macomb and Randolph 
Streets. When larger quarters were 
needed he obtained a lease on the build- 
ing occupied by the present R. & H. 
Shoe Co. and remodeled it into a mod- 
ern establishment. Branch stores were 
opened in Saginaw, Lansing and Pon- 
tiac. 








MOSEOrs BOOTERT RET Leen 


Begin the New Year in 
Smart New Footwear 
Ne Te 


New shoes are Tl 
feetwvnfastine sre presanted tx Teisde st asin’ 
Beouery. 
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HOSKIN'S BOOTERY 
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@nverse 


makes the 
‘most complete 


*“*Bobbette’’ 
The Nation’s Most Famous 


line of Novelty Gaiter 


| NOVELTY GAITERS 


and guarantees them 


to be 
thoroughly 


dependable 





Impros ve -d in tener 
ctly 
pe 


Styled to , 
meet every need 
Tete. Jerseys 


and Sport Cloths 





CONVERSE RUBBER SHOE COMPANY 
Factory and General Offices: Malden, Mass. 
New York Philadelphia Chicago Minneapolis 


SSC 
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Grand Finale at Mid-Atlantic Meeting 


WASHINGTON—The newly formed 
Middle Atlantic Shoe Retailers’ Associ- 
ation wound up its convention here last 
week with a banquet and dance at the 
Hotel Willard that served as a fitting 
finale to one of the best shoe conven- 
tions ever held. Mark Lansburgh, 


Washington merchant, was an ideal 
toastmaster with his ready wit. Sena- 
tor Walsh of Massachusetts was the 
aeeeng speaker. A feature of the 
anquet was a burlesque style show in 
which the high laced shoes of a few 
years ago, rubber boots decorated with 


playing cards and, finally, the ultimate 
in “airy” shoes, in which everything 
but the ties had been eliminated, were 
shown. 

Announcement was made at the ban- 
quet that the 1928 convention will be 
held at Atlantic City, N. J. 





Minco Now with May Co. 


CLEVELAND, OHIO (UTPS)—J. R. 
Minco, formerly manager of the Po- 
cock Wolfram store at 520 Euclid Ave- 
nue, is now buyer and manager of the 
main floor shoe department at The 
May Co. store. Frank Spargur has 
returned to his former position as 
manager of the Pocock Wolfram store. 

Mr. Minco is well known in the 
Cleveland shoe business having spent 
15 years on Euclid Avenue. He began 
on this street as salesman in one of 
Stones stores. After two years here, 
he joined the Travelers Shoe Co., 
where he spent six years as manager 
and district manager. Later he 
affiliated with the Pocock Wolfram 


store and served as manager and buyer. 
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Roach Is Men’s Buyer 


Boston—Charles E. Roach, since 
1921 a member of the shoe salesmen’s 
staff of the Thayer McNeil Co.’s Tem- 
ple Place-West Street, store, and who 
has divided his time about evenly be- 
tween the men’s and women’s depart- 
ments of the store, was recently ap- 
pointed manager and buyer of the 
men’s shoe department of this house. 


New Stores in Oshkosh 


OSHKOSH, WIs.—Two new _ shoe 
stores are to be established in this city, 
according to a recent announcement. 
William Heitpas, formerly of Marsh- 
field, Wis., and Charles Bohl, shoe re- 
tailer at Appleton, Wis., are opening a 
store at 811 Oregon Street. Mr. Heit- 
pas will be manager of the store. It 
will be open some time between Feb. 15 
and March 1. 

The George E. Keith Co. has an- 
nounced that a new Walk-Over store 
will be established at 163 Main Street, 
now occupied by Luther Davies & Co., 
and formerly operated as a Walk-Over 
store by B. C. Lewis. 


Welsh Buys Pritchett 


BLOOMINGTON, Wis.—Lee G. Welsh, 
with a wide experience as a retail shoe 
merchant, has bought the well-equipped 
L. H. Pritchett store in this town. Mr. 
Welsh will carry a general line of shoes 
and accessories. 


Ferris Wheel Display 
LITTLE Rock, Ark. (UTPS)—M. D. 
Cowart, manager of the Newark Shoe 
Store, on sunny days, places in front 
of his store a small ferris wheel run 
by electricity. Its cargo consists of 
four different men’s shoes, which in 


| revolving, pass through a pan of water, 


to demonstrate the waterproof consist- 














ency of the soles. This contraption 
has attracted considerable attention 
from passers-by. 





The Important 
Accessories 


For New Year's Parties 


Dance 
Slippers 


to gleam beneath a 
gay frock, bestowing 
@ grace of line and 
harmony of color. 
Four are illustrated at 
right—of metal bro- 
cade, and gold or sil- 
ver kid. I. Miller spon- 
sors one of the four 
styles. 


$6.90 to 








Evening Hose 


Of fine, clearly woven 
chiffon in lovely sheer 
shades, including gold 
and silver. Propper 
Chiffons at 


$3 to $5 


Madelon Chiffons at 


$1.85 


3 Prs. $5.25 
Selected from Columbus, Ohio 
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Novelties for Early Spring Selling 


Offer these advance spring style numbers to your customers 


at once—you will enjoy a profitable turn-over weeks in 


advance of the usual spring buying-season. 


Brown bit Shoes 


Jor Women 


In Stock for Instant Shipment 


D613—“Brownbilt”’ 
Women’s Shell Gray kid Caprice strap, 
Aspenwood calf trimming, French corded, 
kid lined, plain toe, 17/8 covered wood 
spike heel, imitation turn, Pageant last. 
AA 4-8, A 3%-8, B 3-8, OC 2%-8...$4.35 


D614—Same in Roseblush kid with Larch- 
wood calf trimming $4.35 


AA228—“Brownbilt” 
Women’s patent Dream two-eyelet tie, Rose 
Cubist trimmed, single sole, 19/8 covered 
wood spike heel, imitation turn, Letty last. 
AA 4-8, A 3%-8, B 3-8, C 2%-8....84.85 


me in Pastel parchment with 
Rumania calf trimming $4.85 


D601—“Brownbilt” 
Women’s Roseblush kid Tampa strap, Larch- 
wood calf trimming, French corded, kid 
lined, 13/8 covered wood box heel, imita- 
tion turn, Rip last. AA 4-8, A 3%-8, 
B 3-8, C 2%-8 


D600—Same in Patent with Checked calf 
trimming 


AA216—“Brownbilt”’ 
Women’s patent Mignon two-eyelet tie, 
Brown Frog trimmed, 17/8 covered wood 
spike heel, imitation turn, Elegante last, 
AA 4-8, A 3%-8, B 3-8, C 2%-8...84.65 


AA217— Same in Waterlily parchment, 
Brown Frog trimming $5.35 


AA201—“Brownbiilt”’ 
Women’s Roseblush kid Iola one-eyelet tie, 
Dragon trimming, 13/8 covered wood heel, 
imitation turn Gloria last. AA 4-8, A 
3%-8, B 3-8, C 2%-8 


AA206—“Brownbilt”’ 
Women’s Pastel parchment calf Esther one- 
strap, Stonewood calf trimmed, 13/8 cov- 
ered wood heel, imitation turn, Gloria last, 
AA 4-8, A 3%-8, B 3-8, C 2%-8...$4.85 
AA207—Same in Pearlwood calf, Aspen- 
wood trimmed 


Wwawns Ganos Gowngasery, 


ST. LOUIS 


Manufacturers 


U.S.A. 
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Shoe Market News 
Sources of Supply That You Should 
Follow—Weekly Opinions of 


The local hide and 
Boston leather market re- 
ports a fair volume of business and 
stronger prices during this month. 
Shoe factories are anticipating a 
good spring business. Current ac- 
tivity in the rubber manufacturing 
industry of New England is at a 
high level for this time of the year. 
Employment in establishments in 
Massachusetts has recently in- 
creased. The Federal Reserve Bank’s 
monthly review of Feb. 1 reports for 
New England that there was an ex- 
ceptionally large volume of rubber 
footwear sales at wholesale in De- 
cember, 1926, increases of some 
concerns running as high as 150 per 
cent over December, 1925. Although 
sales of rubber shoes during the first 
11 months of 1926 had shown only 
a slightly larger gain over the cor- 
responding period in 1925 than the 
sales of leather footwear, exceptional 
December business, due to heavy 
snow storms, brought the increase 
for rubber footwear for 1926 to 10 
per cent as compared with 1925, 
whereas the wholesale sales of 
- leather shoes showed very little 
change between the two years. 
Stocks of wholesale shoe houses 
during 1926 were at much lower 
levels than those of the previous 
year. 

The Boston market has shown 
marked activity the past week, with 
more buyers here than for at least 
ten years. Light colors in women’s 
shoes are cleverly combined with 
darker shades, in “millinery” fash- 
ion. High heels in women’s dress 
shoes predominate and are attached 
so cleverly that a 20/8 and 22/8 look 
little higher than a 16/8 did a year 
ago. Water lily and the new pastel 
parchment, which latter has a trifle 
more pink in it than last year’s 
parchment, are trimmed with Pais- 
ley inlays in ties, sandals, one-straps 
and plain pumps. The new gingham 
kid, in small black and white checks 
and in brown and white checks, is 
used for clever appliqués. Patents in 
the new light shades of orchid, pink 
and cherry appear in delightful 
leather and pattern combinations. 
The new Tomboy pattern, in water 


Leaders of Industry 


lily, trimmed with boa constrictor, 
is popular in ties. 

In children’s shoes, black patent 
with colorful trims, and tans with 
clever pipings, insets and appliqués, 
in straps and ties, are being bought 
in goodly numbers. 

In men’s numbers, the tan family, 
in various shades, is being pushed 
in the new spring lines, black being 
allowed almost to take care of itself, 
with the idea that the more tan is 
promoted, the greater will be the 
total volume of sales. Sport numbers 
are attractively presented in a wide 
variety of color combinations. 


No Drop in Prices of High Grade 
Kid 


By S. Agoos 
President of the Standard Kid Co. 


Prices during the next three or 
four months will be fully as high, 
if not higher (on the very best 
grades of kid), than at any time 
since 1921. In June, 1920, prices 
reached the peak of from $1.25 to 
$1.80 on first quality skins, and then, 
as we all know, receded, the low point 
between the break and resumption 
of business on those skins of the 
top-notch grades being sixty to 
eighty-five cents. 

On high-grade kid, suitable for 
very fine shoes, to be made of the 
new, light, popular colors, necessi- 
tating fine, small skins, the antici- 
pated advance will amount to prob- 
ably five cents a foot. I am refer- 
ring to the extremely limited quality 
of tip-top selections. There will 
still be good kid stock for sale at 
from seventy-five cents to $1 the 
foot. 

The reason for this advance in 
prices is that, not only in this coun- 
try, but throughout the entire world, 
light kid colors have been in demand. 
It is true that three years ago the 
demand from abroad was mostly on 
blacks and tans, but in the past two 
years, especially, there has been a 
tremendously increased demand for 
light shades, and in just the same 


tones as America wants, both for- 
eign and domestic demands coming 
simultaneously. The result is that 
skins suitable for the making of 
leather in these light colors, in the 
high grades, have been bought in 
large quantities by European tan- 
ners, and whereas two or three years 
ago the quantity used by foreign 
leather manufacturers was limited to 
one or two concerns, now at least 
half a dozen of the important Ger- 
man and French tanners are buying 
them. 

I can see no increase in the avail- 
able skin supply. In fact, there is a 
decrease because of the world de- 
mand and because of internal strife 
in China (one of the ordinarily big 
sources for the very best skins), 
which makes it difficult and hazard- 
ous to procure skins. Of course, the 
very best skins also come from India 
and from Southern Europe, but 
there again the situation is relative- 
ly the same as it affects price, name- 
ly a world-wide demand and a small- 
er amount available, for even if the 
decrease in quantity is only fifteen 
per cent, with an increase in demand 
of fifty per cent you have a shortage. 
It simmers down to obtaining a suf- 
ficient supply of fine skins to meet 
the demand. Some shoe manufac- 
turers, due to the difficulty in ob- 
taining the choicest skins, are 
obliged to use a lower grade, but 
with the skill in tanning light colors, 
which has come about in the past 
three years, the medium grade skins 
can be utilized to splendid advantage. 


Things are moving along 
steadily and without a 


Lynn 
rush. The activity of tanneries and 
supply factories indicates that busi- 
ness will continue good after Easter. 
Several Lynn firms are increasing 


their equipment. The largest gains 
in production are on popular grades 
of McKays. Yet there is also an 
appreciable increase on fine McKays 
and welts. 

For after Easter development, 
Goodyear welts in sport models look 
good; not strictly a sport shoe for 
tennis and golf, but a sport gallery 
shoe. 
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Your Daniel Green Policy 
for 1927 


1. Place a small 
order at once for 
immediate deliv- 
ery. 


. Place an advance 
order for July or 
August delivery 
for fall require- 
ments. 


. Place your first 
order on display 
as soon as re- 
ceived, and size 
in frequently on 
a regular sched- : A 


ule. We suggest 
—_ 


Bes] — Sue 
A Sure War Prevent. 
osing Comfy Sales 


— M =: and more, merchants who sell Comfys are coming 
They 











/ 


to adopt the policy we have outlined above. 
have discovered that the year-round demand for 


Comfys has grown to a size that cannot be ignored. 


A small, carefully selected stock, turned over rapidly all through the 
year, is better than a large stock, with a turnover only at one season. 


We have found some merchants in the past who agreed with us in 
principle, and decided to try our plan, but failed to carry out their good 
resolutions, simply because they failed to provide for the most important 
item in the program. 

Read over again Point Three, at the top of this page. That’s the key 
to the whole problem. Don’t rely on memory. Don’t put it among those 
vague things you will do when you “get around to it.” Here is the sure- 
fire method to make it work. 

Talk it over with some bright young man on your staff. Mark certain 
days on your calendar—say a week or ten days apart—all through the 
year. Tell him on these days he is to check up the Daniel Green Comfy 
stock, and prepare an order that will bring the stock back to its proper 
level in sizes, in colors, and in designs. Our “In-Stock” service will do the 
rest—and you will never miss a Comfy sale. 


DANIEL GREEN FELT SHOE CoO. 
General Offices 


DOLGEVILLE NEW YORK 
Sales Offices: 


10 East 43rd Street 10 High Street 189 W. Madison Street 
New York City Boston, Mass. Chicago, II 


Daniel Green 
Comfy Slippers 
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Styles in early spring and Easter 
shoes are in array without limit, 
and show no great changes. Colors, 
with fancy trims, are strong. Busi- 
ness in blacks, especially patents, 
continues good. The new sport 
models, in the welt lines, are mostly 
of tan leathers, yet a few blacks are 
noted. Some gain in grays has 
been mentioned lately. Trims show 
alligator, shark, honeycomb and 
other embossed grains, cherry and 
copper luster, ginghams, percales, 
furs, futuristic, foulard, Harlequin, 
Persian gold, Rumanian gold, sea 
shell and many other finishes. Some 
think that the trim makes the style, 
like the flower in an Easter hat. 

More pumps—opera, bow or 
buckle trimmed—and D’Orsay and 
open shank styles are seen than 
might be expected. Straps are 
either of the high riding class or 
cross the instep on surprising lines. 
Scalloped patterns are charming. 
Ties, with ribbon fastenings, are 
good for semi-dress. A new inter- 
locking strap has been sighted. 
Sport models are in oxford patterns, 
not plain, but with fancy tongues, 
saddles, vamp and quarter trims. 

The local indus- 


Haverhil try has not yet 


been projected into spring produc- 
tion with the force that indicates 
volume business, although figures 
recording output, employment and 
earnings have moved upward since 
the first of the year. There is still 
a large degree of caution being exer- 
cised, not only in spring buying but 
in putting the orders for the new 
season’s shoes into the factories. 
Cutting and fitting departments ap- 
pear more active this week and, with 
but two months before the Easter 
trading period, volume business can- 
not be long delayed. 

Salesmen from most of the local 
factories went post-haste from the 
style shoes and trade conventions 
into their territories, with the re- 
sult that business prospects have 
been closely followed up. Results 
are taking tangible form, it is 
stated. Orders appear to favor 
fancy pumps and ties, with business 
being written both on the new light 
shades of kid and on blacks in patent 
and satin. Some outlet is being 
found for the new “creole” satin, 
which supplants the popular “blond” 
satin of a year ago. 

Heel manufacturers are increas- 
ingly busy with the promise of new 
high French heel types becoming 
popular. Heels of 19/8 and 21/8 
predominate, but the 23/8 heel, the 
extreme number, is being used. 


‘colors in reptile grains. 
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¢ Reports along 
St. Louis Washington Ave- 
nue regarding business throughout 
the district are optimistic in tone 
and indicate a steady gain. Fac- 
tories are busy and orders are being 
received in fair volume. In the wo- 
men’s style field of popular priced 
shoes one of the largest houses re- 
ported a fifty-fifty division between 
shoes of patent with trim and shoes 
of colored kid. The trimmings on a 
majority of these shoes were light 
Some new 
patterns in colored patent leathers, 
such as iridescent parchment and 
pearl, were noted in one of the lines 
just being completed. What the 
volume on this type of footwear will 
be is uncertain. Some attractive 
pump patterns are also being intro- 
duced, plain in design with a small 
leather bow on the vamp. Gray for 
immediate delivery is being reported 
and one of the style impresarios of a 
large house predicts this color will 
hold well until Easter. 


Make Them Want What 
You Have 


By Harry Vinsonhaler 


Independent Shoe Mfrs. 


The best selling 
women’s shoes 
for spring wili 
be attractive 
shoes built in 
good taste and 
over stylish lasts 
and patterns. 
1927 will be good 
with the mer- 
chant who will 
play the game 
strong on women’s 
attractive footwear for the months 
February, March and April. In 
colors, parchment will lead gray. 
Stone and rose-blush will sell and 
should be shown. Patent leather, 
neatly trimmed, built over smart 
patterns and lasts, should not be 
overlooked. It will mean two pairs 
of shoes in place of one, for women 
like patent leather footwear. 

As to patterns, there is a differ- 
ence of opinion in various localities. 
Some prefer ties, others straps, and 
some step-in pumps with and without 
gored fronts. Shoes well bought 
from the standpoint of attractive- 
ness to the feminine eye, will sell 
both in colors and trimmed patent. 

One feature necessary to success- 
ful business is to have what they 
want by making them want what 
you have. 


Harry Vinsonhaler 


65 


Further sub- 
Brockton stantial gains 
in production were recorded dur- 
ing the week and practically every 
one of the larger factories now 
is operating on a full time sched- 
ule. The recent shows brought in 
quite a batch of business, and 
salesmen’s efforts have been lucra- 
tive, with women’s orders coming 
in well. The call for men’s light- 
weights in tans and tan combina- 
tions for early spring delivery 
rather surprised one shoe manu- 
facturer, who feels that the mission- 
ary work for movement of these 
lines by retail merchants early, and 
at the Easter season, with the 
Easter suit, is having its effect. The 
move now is not to wait until the 
middle of May for the distribution 
of lighter footwear unless the sea- 
son should be exceptionally back- 
ward. 

Some handsome women’s pat- 
terns continue to go through the 
stitching rooms, exceeding all pre- 
vious efforts in color combinations 
and patterns, with straps still com- 
prising more than half of the shoes. 
Men’s higher heels are taking well, 
although they are yet quite some 
way from displacing the popular 


squatter heel. 
¢ jorit 

Milwaukee 7° Cn 
waukee shoe factories are operating 
on a heavy production schedule at 
present and announce that they will 
increase it as the season advances. 
Orders coming in from the repre- 
sentatives on the territories, who 
have been out only a short time, are 
very satisfactory, being larger than 
they were a year ago at this time. 
Fred W. Callies of the Rich Shoe 
Co. here reported that the company 
is operating very strong at this time 
and that very good-sized orders are 
being received from the trade. Light 
colors predominate, as was predicted 
at the Rich company, while a small 
portion of the production is devoted 
to the manufacture of darker shades. 
Light blond shades are the ruling 
favorites, according to the Simplex 
Shoe Co., which makes a specialty of 
children’s and growing girls’ foot- 
wear. 

Production is being increased 
steadily at the Weyenberg Shoe 
Manufacturing Co., according to 
Robert J. Dempsey, salesmanager. 
The volume of business to date is 
higher and better than it was last 
year at the opening of the season 
and the men on the road are sending 
in some very good orders, indicating 
that the trade is in a favorable buy- 
ing mood and is willing to buy early. 
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A LATE issue of Vogue pictures the 
season’s smartest shoes. Two of the 
six new models sponsored by Hellstern, 
noted Parisian bottier, are of satin. 
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Wise manufacturers, in preparing for this 
demand, have chosen Cedar Cliff Shoe 
Satin . . . sure that its uniformly high 
quality, lustrous beauty, and serviceability 
will make retailers their loyal friends. For 
shoe merchants have no comebacks when 
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they sell shoes of Cedar Cliff. 
Specialize on this superior shoe satin 
it will build a steady repeat business for ’ 
you. P 
t 

THE CEDAR CLIFF SILK CO. F 

295 Fifth Avenue New York City s 


edar Gi; SHOE SATINS 





Ott ct Act sO 























THE SHOE MERCHANTS NEWS, SATURDAY, FEBRUARY 5, 1927 








Endicott-Johnson Sales for 1926 


Totaled Over Seventy Million 


Annual Report Shows In- 
ventory Reduction of 25 
Per Cent; Company to 
‘Sell Rubber Footwear 


New YorkK—Sales totalling $70,661,- 
674.70, an increase of $1,314,743.63 over 
1925, are shown in the annual report 
for 1926 of the Endicott-Johnson Cor- 
poration, one of the world’s largest pro- 
ducers of footwear. 

The net operating income for the 
year was $4,950,437.88, and net profits 
were $3,697,878.43, after providing 
$1,180,329.69 reserve for depreciation 
on capital assets, and making provision 
of $832,196.88 for Federal and State 
taxes, and $420,363.07 for the workers’ 
share of profits. : 

The common stock earned $7.03 per 
share after payment of the 7 per cent 
dividend on the preferred stock. The 
usual cash dividend of 10 per cent was 
paid on the common stock during the 
year. Current surplus was increased 
$296,717.18 to $7,460,693.77, and the 
fixed $450,000 quota of preferred stock 
was retired out of earnings and the 
equivalent placed to appropriated sur- 
plus. Surplus account thus shows an 
increase of $746,717.18, and amounts 
to $13,263,850.15. The reserve for de- 
preciation, which has been entirely pro- 
vided out of earnings, is now $7,218,- 
118.47 on tangible property assets 
valued at $20,128,051.84. 

George F. Johnson, president, states 
in his report to the stockholders that 
despite the difficult conditions in the 
shoe industry, the current position of 
the corporation is the strongest in its 
history. Current assets are $30,896,- 
170.56, with liabilities of $7,927,344.47, 
or in the ratio of 3.9 to 1, as compared 
with 2.6 to 1 at the close of 1925. Bank 
loans were reduced $5,050,000, or 50 
per cent, to an even $5,000,090, and in- 
ventories are down $5,093,410.34, or 25 
per cent, to $15,490,604.27. The de- 
crease in inventories, practically all of 
which was in finished product, is in line 
with the general trend of the shoe 
business. 

The cash on hand was $3,352,426.21. 
Amounts receivable at $12,053,140.08, 
and accounts payable $625,884.65 were 
relatively unchanged. The amount due 
to sundry creditors and for accrued 
wages was $1,083,654.20. 

In addition to making all the rubber 
soles and heels used in its own fac- 
tories, Mr. Johnson announces that the 
corporation has just started to manu- 
facture a line of rubber footwear to be 
sold to the trade. 





Premier Plant Busy 


BrooKLyN—Salesmen and executives 
of the Premier Shoe Company, who 
have returned from Chicago, are en- 
thusiastic over the business outlook. 
Considerable business was ed by 
the company at Chicago, and the fac- 
tory has started spring production in a 
big way. 











Joseph V. Clark Dead 


Newark, N. J.—Joseph V. Clark, for 
the last twenty-two years vice-presi- 
dent and treasurer of the Seton 
Leather Company of this city, died at 
his home here Saturday night after a 
lingering illness. He was buried from 
the Church of Our Lady of Good Coun- 
sel, Newark, on Tuesday, Feb. 1, at 
one of the most largely attended funer- 
als ever held in this city. Besides his 
numerous friends and business ac- 
quaintances, the Fourth Degree 
Knights of Columbus and the Hoboken 
Lodge of Elks, of which Mr. Clark was 
a member, attended in a body. 

Mr. Clark was born in Hoboken, 
fifty-eight years ago, and after some 
years in the banking business entered 
the leather business with the Seton 
Leather Company at its inception, im- 
mediately becoming the vice-president 
and treasurer. He married Mary 
Ryan, who survives him, together with 
their children, Joseph V. Clark, Jr., 
secretary of the Seton Leather Com- 
pany; Christopher, Eleanor, Mary, 
Katherine and Rose Mary. He also 
leaves a brother, James, and two sis- 
ters. 


Making Higher Grade 


BROOKLYN, N. Y.——Following the 
trend of “trading up” now prevalent 
in the shoe trade, the Mildred Shoe 
Company has improved the quality of 
its line of McKay shoes and is now 
producing a high grade shoe to retail 
from $7 to $10 a pair. The factory and 
sales staff has been reorganized to fit 
in with the new policy. R. A. Wall 
will take care of the Pacific Coast 
trade and H. Chaves the Middle West. 
A. Dritsas, president and S. Chaves, 
vice-president and sales manager will 
take care of the house trade. 

S. Chaves reports a good business 
booked at the Chicago convention. His 
company, with that of the Harrington 
Shoe Company, occupied the bungalow 
atop the Hotel Morrison during the 
Chicago show and convention. 


Shoe Jobbing Slow 


ATLANTA, GA.—The current report 
of the Federal Reserve Bank of At- 
lanta issued this month shows that 
shoe jobbing business in the Southeast 
was somewhat less during November 
and December than in the same two 
months of 1925, primarily because of 
the fact that smaller dealers did not 
do a great deal of their advance buy- 
ing during these two months, because 
of the uncertainty occasioned by the 
low cotton prices. Sales in November 
were about the same as in October, 
but less in December than in Novem- 
ber. Collections also were reported 
slow by the shoe jobbers, low cotton 
prices being given as the reason for 
this also. e jobbers in their reports 








seemed to agree, however, that the out- 
look for first quarter business the pres- 
ent year was very good. 





Boston Shoe Club Holds 
“Unconsciousness” Night 


BostonN—The 236th dinner of the 
Boston Boot and Shoe Club, held at the 
Vendome, Wednesday evening, Jan. 26, 
and the delightful program which fol- 
lowed, was enjoyed by many leaders of 
the New England industry, and their 
women-folk, who gathered ’round the 
festive board as one big family. Presi- 
dent Horace R. Drinkwater was toast- 
master and said in his address of 
welcome that whereas all the other 
meetings of the year were devoted to 
an intensive discussion of trade sub- 
jects, such as how to create a greater 
shoe consciousness, this Annual Ladies 
Night was dedicated to shoe “uncon- 
sciousness.” At the head j 

the following ~ W. Percy 
were ; We 
Arnold and wife; Alfred W. Beuoven 
and wife;.Herben ¥ and wife; 
J. Rush Green, charter member of the 
club, and wife. 

The good news telegram that Past- 
President Herbert L. Tinkham is “re- 
covering nicely from a very serious ill- 
ness‘and operation,” brought forth gen- 
eral applause and a rising vote of 
thankfulness, the result of which vote 
was forwared to Mr. Tinkham. 


The puter of the evening was Dr. 
Daniel L. Marsh, president of Boston 
University, who, in a brilliant lecture 
on “James Whitcomb Riley, the Typical 
American Poet,” proved by his drama- 
tic rendition of several of Riley’s poems, 
that he is a good actor as well as a 
good after-dinner speaker. The musi- 
cal program was of a high grade; an 
hour of dancing closed the successful 
event. The officers of this club are: 
President, Horace R. Drinkwater; first 
vice-president, Osmond H. Casavant; 
second vice-president, Burt W. Rankin; 
secretary, Thomas F. Anderson; treas- 
urer, Frederic M. Haynes; associate 
secretary, Major Charles T. Cahill. 
Reception Committee: Osmond H. 
Casavant, Buford H. Jones, M. P. Gad- 


dis, Arthur C. Stern, E. T. Cady, 
Everett T. Packard, August H. Vogel, 
Jr., Elmer E. Chain, L. Caywood Clem, 


Major Charles T. Cahill. 





Michael Sheehy Dead 


East WEYMOUTH, Mass. — Michael 
Sheehy, formerly shoe manufacturer 
for a quarter of a century, and father 
of John Sheehy, a partner in the John 
Ritchie Co., Ltd., men’s welt shoe man- 
ufacturers of Quebec, died suddenly, re- 
cently, at his home in this town. He 
was born in Ireland, in 1848, and came 
to South Weymouth, Mass., in 1864. 
From 1876 to 1902, Mr. Sheehy made 
men’s high de shoes here, at one 
time employing 200 hands. For the 
last 25 years he has devoted himself to 
real estate developments, but often 
“digressed a bit” to help a struggling 
shoe manufacturer. He was universally 
loved and res » an organizer in 
educational and fraternal work, a mem- 
ber of the town appropriation commit- 
tee, and a trustee of the East Wey- 
mouth Savings Bank. He was buried 
with high honors from the Church of 
the Immaculate Conception, this town. 
He leaves a widow, six sons and one 
daughter. 












Cordo-Hyde laces look 
like leather. 


They wear as well. 


They tie easier and 
stay tied. 


They harmonize with 
the shoe. 
Specify Cordo-Hydes 
and your manufac- 
turer will be glad to 
use them. 


Available in all 
lengths. 





Lace Division 
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YOU CAN 
TIE TO 
THIS 


When you reach the point 
where it is desirable to in- 
crease your sales volume on 
a firm foundation, consider 


Cordo Hyde laces. 















They insure customer satis- 











O. A. MILLER TREEING MACHINE COMPANY 





faction so thoroughly that a 
pyramid of repeat sales 
is bound to follow 
their use. Cordo 
Hydes have ef- 
fectively _re- 
moved the 
















broken and 
untidy _ laces, 
so long thought Y 
to be a “neces- 
sary evil”. 


























Shoe Merchants through- 
out the country are insist- 
ing that their shoes come 
Cordo-Hyde equipped. . And 
they are successfully using 
this “extra service” feature as 
a strong sales argument. 




























Brockton, Mass. 
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Who’s Who on the Road 






The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 






E. L. Soule, with 
Beacon Falls Rub- 
ber Shoe Co. 


RNEST L. SOULE, who for a 

good many years represented A. 
F. Cox Co.,. Portland, Me.; selling 
Glove Brand rubbers, has recently 
“taken on” New Hampshire and a 
part of Maine for the Beacon Falls 
Rubber Shoe Co. Mr. Soule says: 
“T was influenced in seeking the rep- 
resentation of Beacon Falls footwear 
because I realize that it is ‘The 
Top Notch’ line of the rubber in- 
dustry—in fact as well asin name.” 


66Q\TYLE SHOW DIRECTOR” 

GEORGE ‘WALMSLEY has 
been selected by McNichol-Taylor, 
Inc., originators of the slogan “Style 
All the While,” to sell its lasts in a 
big sweep of territory. Mr. Walms- 
ley was chosen from a great many 
other applicants as being eminently 
fitted for the modern “fast game” of 
the last business, on account of his 
close connection with shoe style show 
directing and his wide and intimate 
acquaintance in all branches of the 
trade, extending over a period of a 





Walter C. Roose, 
President, Capital 
City Corp. 


in the Nation 
By HELEN M. HANEY 









quarter of a century. George 
Walmsley has had a long and val- 
uable experience in shoe selling, 
styling, designing and manufactur- 
ing. His latest connection with 
style shows was as assistant direc- 
tor of the January, 1927, Boston 
Shoe Buyers Show at the Copley 
Plaza. 




















George Walmsley, 
with McNichol- 
Taylor, Inc. 


EORGE E. ARMSTRONG now 
represents the Jellerson-Rafter 


*Co.’s line of women’s popular-priced 


McKays, as well as that of the chil- 
dren’s line of the Kreider Creveling 
Shoe Co., in New York State. He 
has been connected with the latter 
house for several years. 


ALTER C. ROOSE, president 

of the Capital City Corpora- 
tion of Augusta, Me., showed at 
the Copley Plaza recently and 
flanked his line with his new display 
cards, especially designed for retail 
shoe merchants and shown by him 
at Chicago. One card is called 
“The Lucky Strike,” flashing forth 
three aces.and a king of hearts, the 
colors alternating black and red, 
with appropriate wording. Another 
card shows a man sneezing, with 
the slogan, “For health, change your 
shoes as often as you change your 
hose.” 


OHN’A. HACH is now traveling 
Florida territory with the Cahill 


Shoe Co.’s line of flexible welts. He 
uses an auto to make his rounds of 

















John A. Hach, 
with Cahill Shoe 
Co. 


the trade. This is Mr. Hach’s sec- 
ond season with “the revised” Cahill 
line, he says. He will return North 
in April and, after spending a few 
months among his Michigan trade, 
he will “hit it up” again for “the 
Sunny South” in time for fall trade. 
Mr. Hach has covered approximately 
886,762 miles by motor car through 
Michigan, Ohio, Illinois, Kentucky, 
Tennessee, Georgia and Florida. 


ILL A. CAMPS, who repre- 

sents the Atkinson Shoe Co. of 
Boston; Louis M. Zeller, with Rob- 
erts, Johnson & Rand branch of the 
International Shoe Co.; Morris 
Burnstein, with Chas. Meis Shoe 
Co., all three salesmen having sam- 
ple rooms in the Wainer Building, 
609-611 Iberville Street, New Or- 
leans, were “burned out” at 1.30 
a. m. on Jan. 21, when the entire 
building was gutted by fire. The 


conflagration started in the offices 
of the Gueran Motion Picture Co., 
Mr. 


just above the shoe offices. 















Will A. Camps, 
with. Atkinson 
. Shoe Co. 
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SUBLOR COSI LEOS 





The Boulevard is a decidedly 
attractive style, and Fair Sex 
made, is a wonderful fitter. 
It is being made for many ac- 
counts in a number of modish 
combinations. 


We offer for immediate deliv- 
ery, fine fitting pumps in Ger- 
man Silver Kid, and of White 
Satin. 





Feet-ure Fit 


Making a wise choice of styles is 
of no greater importance than 
the exercise of greatest care in 


the choice of manufacturers. 


Fair Sex warrants the complete 


confidence of each customer. 


Fair Sex Shoes Are 
Bought with Confidence 
Sold with Profit 






















In practically every store there is 
a demand for these sensible, every- 


day Greeley Boudoirs. 
colored kid in stock for immediate 
delivery. With leather or rubber 
heels. If your jobber cannot sup- 
ply you—write us. 


A. W. GREELEY 


In black or 


Manufacturer 








Berkshires are 









Pacifico Coast Office, 


TRACE MARK REG. U.S. PAT. OF FICE 


Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 


In-Stock 


genuine hand-sewed moccasins, expertly made, of best 
quality materials, “> appreciative custom. 


BERKSHIRE (crc. Holliston, Mass. 


pooped Shattuck Ave., Berkeley, Cal. 


Brooks TOE SLIPPERS 










th Street 












* 
SHOE 


lated Foot 
Well known 
ase. 


PATENTED 


BOX TOES 


618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.765 
Child’s 6 to 11 


No. 608 
PINK SATIN 


Women’s 2% to 8 $3.40 
Misses’ 11% to 2 
Child’s 6 to 11 


Philadelphia, Pa 


APPROVED BY 
MEDICAL MEN 

of growing childten and ase’ fully 
ventilated shoe, the 
Devel unexcelled. 

surgeons recommend its 


shoes 
ventiarions Dlete by = your 





2.70 





3.35 
3.30 





MF G. Cc CG. 


Burkley Venti- 
oper is 





Phone aie 2138 
for immediate action. 
BURKLEY 
SHOE CO. 


1156 Ne. Main Street 


Brockton, Mass. 
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Camps reported to the RECORDER 
under date of Jan. 23 that his new 
samples and stock on the floor were 
entirely destroyed, but that they 
were insured, and that new samples 
were on the way. 


ICK RICHARD, well known 

salesman, representing the Cin- 
cinnati shoe market for many years, 
has joined the selling force of the 
Reisenberger, Wolf & Peck Co. Mr. 
Richard is now covering his terri- 
tory, which is Oklahoma, Missouri, 
Arkansas, Louisiana and Missis- 
sippi. 


L. SPILLMAN, formerly of 
@San Francisco, Pacific Coast 
representative for I. Grossman, Inc., 
is dead. He passed away suddenly 
in Chicago. Mr. Spillman had been 
connected with I. Grossman, Inc., 
for the past two and a half years 
and was regarded by them as a very 
high grade man. The deceased was 
about 40 years of age. He was 
buried from the home of his parents 
in Denver. Besides his father and 
mother, Mr. Spillman leaves a widow. 


M. MONTGOMERY, whose photo 
@ we showed in a recent issue, 
now represents the Capitol Shoe- 
makers, Inc. He formerly repre- 
sented the Shoe Specialty Mfg. Co. 
The caption under the cut on page 
79, Jan. 22 issue, should have identi- 
fied him with his latest connection— 
that of the Capitol Shoemakers, Inc. 
The news item, too, was a bit mis- 
leading, for “Monty” is now “put- 
ting it over big” for the Capitol 
Shoemakers, Inc. 


IR aed ee 


- * 
, al 
we -& 


Over 700 salésmen for the International Shoe Co. attended the recent big style show, staged right after “the eats” by this 
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Dick Richard, with 
Reisenberger, W olf 
b  & Peck Co. 


AUL LIPPINCOTT, represent- 

ing Dixon-Bartlett Co., with W. 
A. Dixon, John Needles, Wm. Nor- 
ris, J. Hess Baker, I. Paul Tankers- 
ley and Harry Rosegrant, were in 
attendance at the thirteenth annual 
Pennsylvania convention recently 
held at Washington, and featured 
their “Hill and Dale” sport shoe 
number. 


HE Chicago Shoe Travelers’ As- 

sociation is “all set” to do big 
things for 1927. January saw the 
installation of the officers at the La 
Salle and the presentation of $1,231 
from the old Chicago Shoe Exposi- 
tion Committee—Dave Davis, Frank 
King and George Harrison—which 
sum was the result of the very suc- 
cessful footwear show staged some 
years ago under the direction of the 
travelers. The gift was wholly un- 
expected and was received with ac- 
clamation by the members, after a 
standing vote of appreciation of the 
work and loyalty of the three mem- 
bers of the committee. The fund 


" , 
— 
> 
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will be augmented to $1,300 and will 
be used for a purpose to be an- 
nounced later. The new president, 
Sam G. Solomon, associate of Chas. 
Heilbrun (all time secretary and 
treasurer) in the National Shoe Co. 
of Chicago, announced an adminis- 
tration plan for the upbuilding. of 
the Chicago association. Simon Ru- 
witch, past president; Dave Davis, 
treasurer of the N. S. T. A., and Mr. 
Solomon announced their donation 
of $75 for the N.S. T. A. local win- 
ning the 1927 membership prize, 
thus increasing the grand total for 
the winning local to $275. John 
Walsh, the 1926 president, was pre- 
sented with a bag, and Secretary 
Heilbrun was given a fountain’ pen 
desk set. Fifteen new members 
have been added since the first of 
the year. “Colonel Jim” Richard- 
son was present and gave a talk. 


HE International Shoe Co.’s 

salesmen—over 700 in number— 
attended the recent semi-annual sales 
conference and style show in St. 
Louis, inspected and received their 
new sample lines for spring, 1927, 
listened attentively to the course of 
instructions on International’s poli- 
cies and plans, and are now in their 
territories. There were three style 
shows held in connection with the 
International’s three-branch banquet 
and sales conference (Roberts, John- 
son & Rand, Peters Shoe Co. and 
Friedman-Shelby Shoe Co.). The 
picture shown on this page presents 
but one of the three groups of sales- 
men for the three above mentioned 
houses. 





company, presenting the new specialized products of its 44 big shoe factories on the feet of ten models selected from 
those who showed at the latest St, Louis shoe pageant, including Miss Cinderella, and the second and third prise win- 


ners, out of 5000 contestants 
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REPce 
Patent Leather Renewer 





























In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 


Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


Ideal for Conventions 


The Cameo Room, seating 2000, and 

the “dance and dine” Terrace Garden 

are among those of the Morrison’s at- 

tractions that have made this the favor- 

ite hotel in Chicago for trade gatherings 

and meetings of all kinds. Convention 

. managers also find the broadcasting ser- 

The New Morrison, when completed. wi te 3400 one = vice a great advantage—Station WSWS. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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WHERE TO BUY 
Men’s Shoes 


E 
M. A. PACKARD CO., Makers 
BROCKTON 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 





























WHITMAN, MASS. 








Carried Stock 
11 Seuth Street 
Besten 
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Henry Lederer Retires 
from Duane Shoe Co. 


New YorK—The Duane Shoe Com- 
pany, manufacturers of women’s nov- 
elty footwear announce that Henry W. 
Lederer retired from the firm Feb. 1. 

During his association with the 
Duane Shoe Company, it has been Mr. 
Lederer’s policy to operate chain shoe 
shops and with his retirement the firm 
will dispose of these retail stores and 
devote itself exclusively to the manu- 
facturing and carrying in_ stock 
women’s novelty footwear. 


Opens Phila. Office 


PHILADELPHIA, Pa.—The Nu-Way 
Shoe Company of New York City has 
opened a Philadelphia branch office at 
27 North Fourth Street, with Joseph J. 
Romm in charge. He is now showing 
the firm’s regular spring line of McKay 
shoes and the special line of Dr. Rube- 
shaw’s Supreme Stout shoes made by 
the company, which exhibited its line at 
the Pennsylvania convention in Wash- 
ington last week, using Jolly Irene, 
weighing 625 pounds, as a model. 


James J. Connolly Dead 


NEw York—James J. Connolly, for 
the last 14 years, shoe buyer for the 
National Cloak and Suit Company, 
mail order house, died at his home in 
Pelham Manor, N. Y., Saturday, Jan. 
29, of pneumonia. 

Mr. Connolly, who was born in Wal- 
tham, Mass., 53 years ago, was a no- 
table figure in the shoe trade. He 
entered the retail business in Boston 
at an early age and served with the 
Boston Department Store, Sol. Rosen- 
berg, James A. Huston and Filene’s. 
— a time he was in business for him- 
self. 
He came to New York about 14 years 
ago and built up the shoe business of 
the National Cloak and Suit Company 
from a small volume, to around $7,000,- 
000 a year at one time. 

He is survived by his widow, six 
sons, one daughter and two brothers. 
He had only moved into his new home 
at Pelham Manor about two months 


ago. 


Lots of Steel in Shoes 


BALTIMORE—It might be of interest 
to many in the shoe business either as 
manufacturers or merchants to learn 
that 15,500 tons of steel are used an- 
nually in the manufacture of shoes, 
according to W. Frank Roberts, general ° 
manager of the Bethlehem Steel Com- 
pany branch at Sparrow’s Point, Md. 


Packard Production Gains 


BrocKTON—The M. A. Packard Co. 
has increased its production to the ex- 
tent that it now is working its factory 
on a full five-and-a-half day schedule, 
and is busy in every department. The 
company has a good grist of orders ‘on 
hand, some of which were obtained at 
each of three shoe style shows at which 
it has shown in the past few weeks. 
The company had an exhibit in the 
showing in Washington last week. 
Three salesmen and executives of the 
concern, Hugh Doyle, Alfred T. Kent 
and E. L. LaMontagne, went over to 
Washington to meet prospective buyers 
and customers. 
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The Singing Model 


“Little Miss Fashion,” otherwise 
Miss Eva Marie Leonard, who is thor- 
oughly American, although she looks 
like a daughter of Spain, who sang and 
modeled her way into the good graces 
of the shoe merchants at the recent 
Washington convention and style show. 
She modeled Vogue footwear for the 
McGovern, Bringardner Shoe Company, 
of Logan, Ohio. 


Japanese Show Rooms 


WASHINGTON, D. C.—During the re- 
cent convention of the Pennsylvania 
Shoe Retailers’ Association held at the 
Willard Hotel, the M. J. Saks Shoe 
Corp. of New York City, had several 
- ay rooms, which were decorated in 
a Japanese scheme. A special decorator 
was brought from New York to super- 
vise this work. Many retailers attend- 
ing the convention visited the display, 
and were much impressed with it. The 
Saks people booked a _ considerable 
amount of business, in fact, enough to 
keep them busy until the early spring. 
Murray Saks and Louis Greenwald, 
members of the firm, were present as 
were their representatives in this ter- 
ritory. 


Cincinnati Club Slate 


The annual election of the Cincin- 
nati Shoe & Leather Club, will be held 
en Feb. 5, the first Saturday in Feb- 
ruary. A luncheon will be held on 
that day and much rivalry is being 
agg The candidates are as fol- 
ows. 

On the Blue Ticket: L. B. Joseph, 
president; H: A. Weichman, vice-presi- 
dent; E. E. Furstenau, secretary. Goy- 
ernors: Edward Peck, two year term; 
Albert Cook, one year term. 

On the Red Ticket: James F. Waid, 
president; A. L. Bruckner, vice-presi- 
dnt; E. E. Furstenau, secretary. Goy- 
ernors: Leo H. Buse, two year term; 
J. Jafe, one year’ term. 
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The Hiker Hikes 





In white calf, with trim of pistachio 
green lizard calf, 12/8 heel, rubber top- 
lift, white welting and leather sole, 
with metatarsal arch feature, the Dix- 
on-Bartlett Co.’s model “hiked” grace- 
fully over “the hills and dales” of the 
Pennsylvania Convention’s runway, at 
the Nation’s Capital City. 





Mrs. Frank Dohoney Dead 


CINCINNATI—The many friends of 
Frank Dohoney, president of the P. 
Sullivan Shoe Co., will be sorry to 
learn of the sudden death of his wife, 
which occurred on New Year’s Day. 
Mrs. Dohoney was prominent in church 
circles and interested in social welfare 
work, devoting much time to the crip- 
pled children in the General Hospital. 
She is survived by her husband and 
three children. 


Coblentz Sails for Europe 


New YorkK—Louis Coblentz, mana- 
ger of the New York office of Leon 
Weil, Inc., manufacturers of shoe 
buckies, sailed for the home office in 
Paris on Saturday, Jan. 29, aboard the 
S.S. Paris. He will be gone for a pe- 
riod of about six weeks, during which 
time he will supervise the building of 
the new line, which is to be presented 
during the coming season by this well- 
known house. 





To Advertise P-V Leather 


MILWAUKEE, Wi1s.—Hugo Vogel, who 
was formerly with the Pfister & Vogel 
ther Co., of Milwaukee, is vice- 
president of the newly-formed Freeze 
& Vogel Co., advertising agency which 
has been established here. Others in- 
terested in the agency are Chester D. 
Freeze, president, formerly with the 
Curtis Publishing Co., and more recent- 
ly with the Koch Co., of Milwaukee, 
with which Mr. Vogel was also asso- 
ciated, and Henry S. Wright, secretary 
and treasurer. Among the advertising 
accounts which the new agency will 
handle will be that of the Pfister & 
Vogel Leather Co. 
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J. Abowitz Host to 
N. S. R. A. Officials 


Each year during the N. S. R. A. 
convention it has been the custom of 
Jack Abowitz of the well known Brook- 
lyn firm of Lax & Abowitz to act as 
host at a breakfast tendered to promi- 
nent officials of the N. S. R. A., and 
other men active in shoe circles. This 
year the annual event was held on the 
morning of Jan. 5 in the Celtic Cafe 
of the Hotel Sherman, and proved to 
be a most enjoyable and lively affair. 
Jack’s guests assembled at the ap- 
pointed hour of 9 a. m. and partook 
of a breakfast such as only this popu- 
lar hostelry knows how to serve. 

The list of those present looked like 
a gathering of “Who’s Who in Shoe- 
dom.” Among the invited guests were 
John yw — president of the 
N. S. H. Geuting, president 
elect ; The’ "McKeon presi ent of the 
National Boot & Shoe Manufacturers’ 
Association; Seton Alexander, F. E. 
Foster, Al Gude, Jesse Adler, Harry 
McLaughlin, George Geuting, Arthur 
D. Anderson of the Boot & SHOE 
RECORDER; Harry Malloy of the Shoe 
Retailer; and Oran McCormick of 
Modern Shoemaking. 


Yohe Leaves Smith Co. 


CoLumsBus, OHIO (UTPS)—Resign- 
ing from the G. Edwin Smith Shoe 
Company, E. B. Yohe, treasurer of this 
company with which he has been 
affiliated for the past 18 years, has 
become associated with Bates & Co. 
insurance and surety bond house, 
representing among other companies 
the Globe Indemnity Company of New- 
ark, N. J. Mr. Yohe’s successor has 
not been appointed as yet. 








New Menzies Factory 


New LONDON, Wis.—The Menzies 
Shoe Co., has opened the new factory 
at New London with an operating force 
of about 50 men which will be gradually 
increased during the next six months 
as business warrants. The plant is ex- 
pected to reach its capacity in that 
time. New London contributed about 
$100,000 to induce the Menzies company 
to build the factory here. Mayor E. 
W. Wendlandt of New London, who was 
one of the leaders in financing the new 
factory, cut the first pair of shoes when 
the plant was opened. 


Palmenberg Moves Office 


New YorkK—The main office and 
show rooms of J. R. Palmenberg’s Sons, 
Inc., manufacturers of display fixtures, 
forms, etc., have been moved from 63- 
65 West 36th Street, to new and larger 

quarters in the Lefcourt-Manhattan 

Buildi Broadway and 389th Street, 
in the heart of New York wholesale 
center. 








Lustre Finish Eyelets 


BostoN—The latest in fancy eyelets 
is luster finish in standard sizes, show- 
ing pearl effects entirely different from 
the ordinary colored e Be 2 They are 
very pretty and pa larly suitable 
for ladies’ work, presenting splendid 
—-! of producing contrasting 
e 
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WHERE TO BUY 
Men’s Shoes 













HAND TAILORED’ 
HAND LASTED 


tosies F-REYNOLDS Coe, 


OCKTON, MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 








WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 














WHERE TO BUY 
Standard Shoe Materials 
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WHERE TO BUY 


Men’s &@ Women’s 
Slippers 





The Quality 
Pullman Slipper 
RED BLACK TAN 


f? 1G ac uae 





Swan Shoe Co., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC 


41-45 Washington Ave., N. Y. 
New York Office, Room 1116, 1328 B’way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


- $27.00 per doz. and Up. 4 


Men’s All Leather House Slippers 








Heel. 
Bend for Bamples 
ROTH & ROSENBERG SHOE CO. 








124 N. 3rd St., Philadelphia 





ter Grade 
etter Trade 


‘ig \ 
mR sii 





Novelty Slipper Co. 
Makers eof 
Beudoir Slippers ef the 
Better Kind 
121-181 West 19th Street 
New York City 








IN STOCK 


tun; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 
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WHERE TO BUY 


Store Fixtures 


sree et aril ll lla ed 


GOODWINDOWS 
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Wholesalers Ass’n Makes 
Bid for More Business 


Boston—Under the caption “A Little 
Thought for February,” the National 
Association of Shoe Wholesalers is 
sending the following message to the 
retail shoe merchants of the United 
States: 

“Dear Mr. Retailer. 

“We are in the midst of the season 
for purchasing spring novelties. Be- 
fore buying case lots examine carefully 
the lines your local wholesaler will 
carry. Remember he will be glad to 
accept orders for small quantities and 
he will endeavor to carry a stock from 
which you can order sizes later. You 
will find that the wholesaler can greatly 
reduce your risk, due to handling these 
speculative styles.” 


Changes at McElroy 
Sloan Shoe Co. 


St. Louis—R. H. Rudberg is the new 
sales-manager of the McElroy-Sloan 
Shoe Co., St. Louis. He succeeds L. N. 
McNatt, who, on account of ill health, 
has found it necessary to go on the 
outside. Mr. Rudberg connected him- 
self with the McElroy-Sloan Co. in 
October, 1926. He was assigned to the 
organization of their Northern sales 
force, covering Minnesota, North and 
South Dakota, Wisconsin and Iowa. 
He was later transferred to St. Louis 
headquarters of the company to~take 
charge of the entire force. Mr. Rud- 
berg was for eight years connected 
with a company on the West Coast, 
acting as their sales-manager, for 
three years. A number of men for- 
merly associated with Mr. Rudberg 
have followed him to: the McElroy- 
Sloan Co. They are: C: S. Rudberg, 
who is style man in the St. Louis fac- 
tories; L. A. Jackson, appointed gen- 
eral factory superintendent St. Louis 
factories; John Rudberg, whose head- 
quarters are at Minneapolis and who 
covers St. Paul and Minneapolis with 
the McElroy line; Theodore Rudberg, 
who covers Northern Wisconsin, his old 
territory for 20 years; Harry Rudberg, 
covering Central Minnesota, his terri- 
tory for 18 years; E. F. Kath, cover- 
ing Southern Minnesota, where he has 
been for six years; B. C. Clark, who 
covers Northern Iowa, with headquar- 
ters at Clarion, and has been in this 
territory for 20 years; A. E. Anderson, 
covering Northern Minnesota, North- 
ern Michigan, his old territory, for 10 
years; Charles Fluhr, covering North 
Dakota, headquarters at Fargo; John 
Shaw, covering South Dakota, head- 
quarters at Aberdeen, and Charles 
Knaft, covering Southern Wisconsin, 
headquarters at Milwaukee. 


College Colors Now 


NEW ORLEANS, LA. (UTPS)—It will 
be popular to wear college colors in 
shoes this spring, decree the Ralston 
shoe people of New Orleans who will 
soon offer the “Tulane Green Wave” 
and “Loyola Blue” styles, low quarter 
men’s shoes in solid color with over- 
weight soles. The shoes have corded 
vamps, are rope stitched and have 
bellows tongues. 

Another men’s shoe being featured is 
a brown patent. trimmed in reptile. 


‘ Ruby and tan calfskins with barrel 


heels will be popular also. 
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Derry Advanced 


NEw YorK— 

Herbert A. Derry 

has been appoint- 

ed manager of 

sole and heel 

sales of the 

United States 

Rubber Company, 

thus enabling M. 

G. O’Harra, man- 

ager of Branch 

Footwear Sales, 

to devote his en- 

tire time to the 

U. S. Rubber 

H. A, Derry Co.’s footwear 

business: Mr. 

Derry has been with the United States 

Rubber Company since Aug. 1, 1915, 

and during this entire period has con- 

centrated on soles and heels. Mr. 

Derry has a wide acquaintance in 

manufacturing circles and among job- 

bers and shoe finders. He was born in 

Plankington, S. D., is a graduate of the 

Burdett Business College of Boston, 

and was engaged for several years ip 
the retail shoe business. 


Lawson Expanding 


DALLAS, TEXAS—The Lawson Rubber 
& Manufacturing Co., Inc., manufactur- 
ers, has advised the southern trade that 
the company is now erecting an addi- 
tion to the present plant, and that, 
when the building is completed, it will 
be equipped throughout with modern 
boot making machinery, giving the fac- 
tory a much larger capacity than for- 
merly. It is expected that the addition 
will be ready to operate within the next 
few weeks. 


Wholesaler Quits 


BALTIMORE, Mp. (UTPS)—The Bal- 
timore Shoe House, Inc., wholesale 
dealers of shoes, located for a number 
of years at 110 Hopkins Place, have 
discontinued business at the above 
location. The officers of this corpora- 
tion, which at one time was one of the 
leading wholesalers of shoes in this 
market were Sam Merican, president; 
Joseph Nathanson, vice-president, and 
Henry Abrahams, treasurer. 


Schiff with Supreme 


New York—S. H. Schiff, formerly 
with Blacher Bros., Providence, is now 
connected with Supreme Jewelry Nov- 
elty Co., 121 E. 18th Street, New York 
City. He founded the Schiff Jewelry 
Mfg. Co. In his new connection he will 
cover New York, Chicago, and the 
south. The firm specializes in -rhine- 
stone shoe buckles. 


Fire Damages Factory 


ROCHESTER, N. Y. (UTPS)—Fire 
and water damaged the plant of the 
Sherwood Shoe Company, 625 South 
Goodman Street to the extent of $1,000 
last week. The blaze was caused by 
benzine in cement. The flames released 
the automatic sprinkler system, which 
flooded the first floor. 
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~ Shackford Transferred 


St. Louis—Lester 
B. Shackford, vice- 


president of the - 


Ault - Williamson 


Shoe Company, who - 


has been in charge 
of the St. Louis divi- 
sion of the company, 
has been transferred 
to the factory at 
Auburn, where he 
will be in charge of 
distribution 
—. = ~ 3 
nents also direct the ad- 
a esa te vertising for the 
company. 

Ralph Moulton, who has been at the 
head of the Eastern Sales Division, has 
gone to St. Louis where he will do some 
special sales work. 


New Location for Hanan 


St. Louis—Hanan & Son’s St. Louis 
store has closed a lease for a new loca- 
tion at 908 Olive Street, where the 
store will move from 720 Olive Street 
as soon as alterations are completed. 
The new location will have a frontage 
of 32 ft. on Olive Street with a depth 
of 109 ft. It is in the heart of the 
most exclusive shopping district in the 
city. The interior will be finished in 
walnut and plans are being made for 
a hosiery department 30 ft. long. The 
store will be ready for occupancy about 
May 1, according to Manager Fred 
Maxted. 


Rosenthal Expanding 


BaLTIMoRE,. Mp. (UTPS)—The en- 
largement of the shoe department of 
the store of Jacob Rosenthal, 735-37 
Washington Boulevard, will be made 
possible by the recent purchase of the 
adjoining three-story store building at 
739 Washington Boulevard. It is 
planned to remodel and improve the 
store. This will include the tearing 
down of the wall separating the present 
store with the newly acquired building, 
and making it into one large store. 
When this is done, the store will be one 
of the largest in that rapidly grow- 
ing business section. 


Baltimore Stores Quit 


BALTIMORE, Mp. (UTPS)—Two Bal- 
timore shoe stores located in the east- 
ern section of the city have discon- 
tinued business. Kandel’s Family Shoe 
Store, located at 4106 Eastern Avenue, 
recently discontinued business, Isadore 
Kandel was the proprietor of the estab- 
lishment. Caulk’s located at 3206 East 
Baltimore Street, is the other retail 
shoe establishment to discontinue busi- 
ness. This shop was conducted by 
Daniel O. Caulk. 


Tanners to Expand 


WILLIAMSPORT, Mp.—The W. D. By- 
ron Co., tanners, contemplates the erec- 
tion during the early part of this year 
of a substantial addition to the com- 
pany’s tanning plant at Williamsport, 
according to a recent announcement by 
Walter Byron, president of the com- 
pany. 
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Commonwealth Leases New 
Factory in Gardiner, Me. 


WHITMAN—The Commonwealth Shoe 
& Leather Co. of this town has leased 

art of a large factory in Gardiner, 

aine, where they plan to manufacture 
a shoe to retail for about $5, but an- 
nouncement is made that very little if 
any of the work formerly being done in 
this town will be lost. The company 
some time ago endeavored to obtain a 
satisfactory price list for the making 
of its cheap shoes-but no agreement 
could be reached. All the better grades 
of footwear will continue to be made in 
the local shop. 


Shoe Dept. Bought 


SAN ANTONIO, TExas (UTPS)—Pur- 
chase of the shoe department of The 
Fair from Louis L. Cristol was an- 
nounced today by Ed Moser, secretary 
of the Katz-Moser Corporation, of this 
city. Business of the department only 
was purchased, the stock not being in- 
cluded in the transaction. 

Benjamin Kaufman, formerly mana- 
ger of the shoe department of The 
Joske Brothers’ Company, has been 
named manager of the shoe department 
of The Fair. 

Besides that in The Fair, the Katz- 
Moser Corporation operates the base- 
ment and upstairs shoe departments in 
the Joske Brothers’ Company and also 
the K. & M. and the Elite shoe stores. 


Charles M. Dabney Dead 


RICHMOND, VA.—Charles M. Dabney, 
for twenty-five years manager of the 
men’s department of F. . Dabney 
Shoe Co., died suddenly Wednesday 
morning, Jan. 26, from a heart attack, 
while at the store. Mr. Dabney, who 
was 44 years old, was well-known in 
business circles here. He was a cousin 
of F. W. Dabney, and his connection 
with the firm for a quarter of a century 
established for him a wide circle of 
friends and acquaintances who were 
shocked at the suddenness of his death. 
He had reported for his usual duties at 
the store, but shortly afterward com- 
plained of not feeling well. Before a 
physician could respond to a hurried 
summons, Mr. Dabney succumbed. 


Day 65 Years Old 


RocHestTer, N. Y. (UTPS)—Elmer 
W. Day, wholesale leather dealer with 
offices at 24 Andrews Street, last week 
celebrated his sixty-fifth birthday. He 
was publicly congratulated by the 
Rochester Times-Union, which called 
attention to the fact that he has been 
jobbing leather for forty-five years. 


Big K. Shoe Co. Expands 


CINCINNATI—The Big K. Shoe Co., 
on West 4th Street, manufacturers of 
welts and Goodyear sewed stitchdowns, 
have outgrown their present quarters 
and found it necessary to double their 
floor space. This increases their ca- 
pacity 50 per cent and they are now 
turning out 750 pairs of shoes daily. 
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WHERE TO BUY 


Women’s Novelties 


Parchment, Rose 
Blush and Shell Grey 
are selling for Spring. 
Samples sent at our ex- 
pense upon request. 

Cohen Shee Os. 
72-862 Linesia St. 





Latest Styles at 
p b seeewaet Fetooe 
ays i. Zz ra 

Da oe i 











WHERE TO BUY 
Ballet Slippers 





N B 
Tern, Viel Kid 
Improved In Stock 


Seft Tee: Hid’s $1.15; 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
8102 Bik. Glazed Kid, Seft Tee 
Child’s 6 te 11—$1.35 
Misses’ 11 ¢ 
Wemen's HY a Hey 
Alse Hard Tees 
SCHWARTZ HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
Bi BALLET SLIPPERS 


en’s, $1.35; 
Misses’, $1.30 
Laer. as 
orders prompt- 
Bamoles. ttended to. 
ROTH & ROSENBERG SHOP CO. 
124 N. 3rd St., Philadelphia 








In Steck Black Bal- 
let Slippers 
P ii:20 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane st., 
New York, N. Y. 











LYONS AND COMPANY 


Hand Turn BALLETS 
Wo's. Miss’. Ond’s 
$1.50 $1.45 $1.40 

Also Hard Toes 
IN STOCK 
Bend for Samples 


128 Duane St. 
Kew York, N. Y. 
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WHERE TO BUY 


Shoe Ornaments 





ZER BROT. 
Newest Importations 
Cut Steel and Rhinestone 
SHOE 


ORN,: 
Studded Heels ~ 
6°38W32ndSt.New 


WHERE TO BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 























New Shoe Stores 


Nettleton’s ‘Shoe Department 
Goldheim’s, -1409 H Street, N. 
Washington, D. C. 

S. Gerber (formerly Bangor), South 
Haven, Mich., shoe department. 

Morris Browdy, 2020 Noble Street, 
Swissvale, Pittsburgh, Pa. (family shoe 


store). : 
M. G. Wakefield, 6652 Washington 
Blvd., Culver City, Cal. Jess Gordon, 
87 Congress Ave., New Haven, Conn., 
shoe department Emerson & Sargent 
(The Shoe Mart) Merrimac, Mass. 


Schiff Men Meet 


CoLuMBus, OHIO (UTPS)—A con- 
vention of more than 50 Ohio salesmen 
of the Schiff Shoe Co. of this city was 
held at the Chittenden Hotel here on 
Monday and Tuesday, Jan. 24 and 25. 
The convention arrangements were 
made by Mr. Frankhauser of the Col- 
umbus office. 


New Price List Asked 


Mrmpiesoro—The Leonard & Bar- 
rows Shoe Co. of this town has filed > 
plication with the Boot and Shoe Work- 
ers’ Union for a special price list to 
enable it to manufacture shoes to retail 
for $4. The matter will be submitted 
to the State board of conciliation and 
arbitration for settlement of a satis- 
factory list. For many years the com- 
pany has manufactured only high grade 
men’s welts. . 


at 
W., 


Employ New Method 
of Sales Direction 


AUBURN, ME.— 
In keeping with 
the growing de- 
mand for im- 
proved methods 
in handling sales 
and salesmen, 
the MacLaughlin- 
Sweet, Inc., of 
Auburn, Maine, 
have appointed L. 
D. Mazur as field 
sales manager. 

Appreciating 
that a regional 
style conscious- 
ness now exists, 
to the end that styles now popular in 
one part of the country may be “dead” 
in another part, this concern is adopt- 
ing this novel method of having a sales 
manager visit the different territories 
with the salesmen to learn first hand 
what is needed in the way of shoes and 


L. D. Mazur 


“service in the field. He will also call 


on the customers with the salesmen, 
thus being of assistance to them as well 
as learning for himself what sales ef- 
forts are needed to put the lines in 
right. 

‘Mr. Mazur was, for many years, high 
ranking salesman with this house, trav- 
eling the State of Illinois. Later he 
was a successful salesman for the 
Sherwood Shoe Co., and is now back 
where we believe his experience and 
ability can be used as a tremendous 
factor in building up successful terri- 
tories for the entire salesforce. 


Hires Foot Specialist 


LiTTLE Rock, ARK. (UTPS)—Oscar 
S. Poe of Poe’s Shoe Store announces 
the addition to his force of a new sales- 
man scientifically trained for fitting 
corrective shoes. This is O. V. Smith 
who has for the past thirteen years, 
been connected with local shoe retail- 
ing circles, and been employed for the 
past two years with a nationally known 
maker of corrective footwear. “In se- 
curing the services of Mr. Smith,” said 
Mr. Poe, “we are getting a foot spe- 
cialist. He has served as a foot ex- 
aminer for five years in the Little 
Rock Y. M. C. A. and his thorough 
knowledge of foot troubles will be of 
immense value to our patrons.” 


Mueller with Northwestern 


St. Louis—E. C. Mueller, 40-56 West 
Pine Boulevard, St. Louis, has been 
appointed sole representative for the 
Northwestern Leather Company Trust, 
Boston, and will travel out of St. Louis 
through the Middle West. Mr. Mueller 
was formerly agent for the Barnet 
Leather Company, Northwestern 
Leather Company Trust, and the W. 
D. Byron & Sons Leather Company, 
but from now on will be associated 
solely with the Northwestern Leather 
Co. Trust. 
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Matson Had Banner Year 


CepaR Rapips, Iowa (UTPS)—F. D. 
Matson, president of the Matson Com- 
pany, Inc., Cedar Rapids, Iowa, retailer 
of foot wear for men and women, re- 
ports 1926 as his company’s banner 
year during the sixteen years the con- 
cern has done business, even in view of 
the fact that the Middle Western states 
have been undergoing a crises in 
business enterprises. 

That Matson store is one of the larg- 
est retailers in Cedar pids, and is 
located in one of the most advantageous 
corners of the city. Although yearly 
sales figures were not forthcoming, 
Mr. Matson did say that his company 
has a $1,000 a week contract with a 
well known manufacturer of shoes, to 
keep his trade supplied with the 200 
different styles which it demands. 

During the past season sixty to 
sixty-five per cent of the men’s shoes 
have been black, sixty per cent of 
which were oxfords. For women the big 
sellers have been patent leather and 
fancy colored combinations, sixty to 
sixty-five per cent of which have been 
oxfords. 


Offer Free Dye 


RocHestTer, N. Y. (UTPS)—As a 
special inducement at its sale of La- 

ogue Better Shoes, La Tour’s, 57 East 
Avenue, offered free dye to match the 
color of the customer’s gown. This 
proved quiet a novelty and as might 
be expected made a hit with the ladies, 
although the biggest hit was the 
drastic reduction of prices, running as 
high as 50 per cent. Numerous styles 
and heels were offered in black satin, 
black velvet, black moire, combination 
effects, cherry red, brown suede and 
rose beige. 


More Riding Boots Used 


New YorK—“The demand for riding 
boots in England is getting greater 
and greater,” declared Mr. Ascheim of 
Colt-Cromwell Co., Inc., upon his re- 
turn from Europe where he spent two 


months in his English factories. The 
jodhpur is increasing in popularity and 
as a result the English tailors are kept 
busy manufacturing a new type of 
breeches which these demand. Mr. 
Ascheim has brought back with him 
an extensive sample line of johdpur 
boots in all styles and patterns, stock 
of which will be kept on hand at their 
New York office, 596 Broadway. Among 
the new items which he is bringing 
back are new type aviation and field 
boots as well as hand made riding 
boots. 

« The Colt-Cromwell Co. line is com- 
posed exclusively of English riding 
boots, hunting boots, field boots, jockey 
boots, aviation boots, hiking boots, etc. 
All kinds of boot accessories such as 
boot hooks, boot trees, boot jacks, boot 
lifts, riding crops, spurs and chains, 
etc., are also kept in stock. 

In addition to importing all of these 
items, Colt-Cromwell Co. are one of 
the largest American manufacturers of 
puttees, having been actively engaged 
in their manufacture since 1899. 





February 5, 1927 BOOT AND SHOE RECORDER 











hora 


Infinitely smart in 

their styles, with 

an unusual appeal 
of beauty and perfec- 
tion; Sherwood footwear 
offers real sales oppor- 
tunities to merchants 
who feature this line. 


SHERWOOD SHOE CO. 
ROCHESTER, N. Y. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 





CHICAGO 
F. J. Le Pine, 1618 Republic Bidg. 
PHILADELPHIA 
W. F. Schoell, 119 So. 4th St. 


DENVER 
W. B. MeNutt, 218 Charles Bidg. 





LOS ANGELES 
G. C. McAtee, 706 Forrester Bidg. 




















D’Orsay Pump 
R 647—Shell gray calf 
or kid with novelty 
leather trim and heel Cherie 
cover. To order only. R 696—A delightful va- 
riation of Instep and 
Ankle Strap. Graceful 
in line and pleasing to 
look at. To order only. 
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Start the New Year Right 


and Get 100% Value 
from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 





Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) 
€s,." 
8 CARD INSERTS EACH MONTH e Dey Mon th 


50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month : . $4.00 Per Month 


— ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 


Recorder Show Card Servi 
Caleagee til, 189 West Madison 8t., FOR COMPLETE AND ACCURATE 
STOCK RECORD KEEPING 


Please enter our order for 
REOORDER SHOW | CARD seRvicg 
or one year 5 @ agree . . . 

to pay you $8.00 per month for this Mailed Postpaid on Receipt of 
service. Y Checl 

We carry Men’s, —_—* and Chil- our 


dren’s Shoes and Hosi 

(Cross out lines not ah. $ 

We prefer the (Grey) (Bronze) Mat 50 
eee 





board frames. 
Letter our name on the mats as per 
copy attached to this coupon. 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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Nancy: Bet I can take your shoes off in half a minute, daddy. 
It’s easy with hooks. 


Dav: Yes, Nancy, I discovered that long before you were born. 


Plenty of men like these — good customers for high 
boots with lacing hooks. Are you selling them? 


v 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


POSITIONS WANTED 
4c per word. i 
LINES WANTED : 
4c per word. Minimum Charge 75c. 
ALL OTHERS 
7c per word. Minimum Charge $1.25 


Minimum Charge 75c. 

















SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








SALESMEN 


Middle aged men ; thorough knowledge 
of selling shoes in Wisconsin, Illinois 
and Minnesota. Men with established 
territory preferred, to sell to volume 
buyers. For a well known line of 
Children’s and Growing Girls’ Goodyear 
welts manufactured in the Middle West. 
State age, experience and references in 
first letter. All information confi- 
dential. Address C-636, care of Boot 
& Shoe Recorder, 189 W. Madison St., 
Chicago, I. 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 


New Jersey Territory 


We have an opening for a thor- 
oughly acquainted New Jersey 
man who has covered this terri- 
tory and can bring results on 
up-to-the-minute novelty wom- 
en’s pumps and novelty stouts. 
A real opportunity for a live 
wire. Goldman Bros. Shoe Co., 
158 Duane St., New York City, 
me. 








TEN MEN’S SHOE SALESMEN 


One of the largest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 
We will consider only road sales- 
men with yearly es of men’s 
shoes approximating $100,000. 
want the best character shoe 
salesmen in the United States, and 
are willing to properly compensate 
such men. We make the flat 
statement that our sales campaign 
will be the sensation of 1927. 
Address C-611, care Boot & Shoe 
seeereen, 207 South Street, Boston, 
ass. 


WANTED—A well established Eastern fac 
| making Ladies’ 








FLA., GULF, MICH., ILL., KANS., 
NEB., IA., MO., ARK., OKLA., 
WY0., COLO., N. M. 
Beautiful fast repeating side line in- 
fants’ flexible turns. 28 numbers—all in 
stock—no unpacking—instant display on 

case. Straight 7% commission. 
References first letter. 
SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 





CHAIN SHOE 
STORE EXECUTIVE 
AVAILABLE 


Merchandising — Management 
Locations 
An ptional opp ity for a large 
chain store organization, or a chain that 
is developing expansion plans, to pro- 
eure the services of a widely experienced 
chain shoe store executive who is thor- 
oughly conversant with every funda- 
mental principle y for 8 
ful chain store op i and p 
He knows retail merchandising from 
1 izin efficiency 


every angle—=sy 
BI 














Pp » P | lecting store le- 
cations. closing of leases, opening and 
operating new stores and putting LIFE 
into “WEAK” units. 

He can assume full responsibility and 
keep in step with progressive ideas and 
plans. Age 35. Highly educated. 





Address, 
Post Office Box 446, 
City Hall Station, 
New York City 


MAN with twelve years’ retail shoe experi- 
ence desires position as manager of shoe 
department or store in city of 100,000 or less; 
two years as assistant to buyer on State 
Str Chicago. Address C-623, care Boot and 
a ecorder, 189 W. Madison St., Chicago, 


OFFICE MANAGER—Goodyear Welts. In- 
timate knowledge of accounts, production, 
credits and low cost methods. st references. 
Address C-624, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








SALESMEN WANTED 


We have a few good territories open. 
If you have a record of road selling ard 
want the fastest moving line of Men’s 
Dress Shoes in America, write or wire for 
particulars. 


MAULDIN SHOE CO. 
Highland, Ill. 








Good Territories Opened 
For a snappy side line of children’s 
shoes carried in stock. Please state 

carried in first letter. Ad- 
dress C-591, care Boot & Shoe 
eee, 207 South St., Boston, 
ass. 











SALESMEN WANTED to sell side line at 
leather first shoes 1/5 and stitchdowns 


2/11; all in 3; novel iced 
shoes; 7% so Mn nm 4 Pekize SHOE 
ANY, Rochester, N. Y. 





S ALESMEN WANTED—Salesmen, experi- 
pH PP ag Big OMe Be 

rri or jo’ 's to i 
trade. Address C-610, care Boot ond Shoe Re- 
ere ter, 9th Floor, 239 W. 39th St., New York, 





SALESMAN WANTED—Choice _ territories 

are being taken on “Osteo-Path-Iks,” dressy 

stylish, fast m young men’s popular priced 

ive ence, terri wanted 

and full references. Alles Spiegel S Mfg. 
Co., Belgium, Wis. 


WANTED — SALESMEN with established 

trade tq represent us in Illinois and Indi- 
ana. Line consists of fast selling women’s 
novelty (McKays, priced at $3.50 to $4.50. Lib- 
eral commissions and wonderful proposition for 
men of proven ability. References must ac- 
company application, otherwise will not be 
considered. SHU-STILES, INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 


SALESMEN to carry fast selling side line 

slippers and stitchdowns, all territories, 
commission basis. Address C-639, care Boot and 
Shoe Recorder, 239 W. 39th St., 9th Floor, 
New York, N.Y. 


SIDE LINE, One Grip, Sna Men’s Welt 

Shoes, In-Stock, Western Michigan, North- 
ern Ohio, ingens, and other territory open. 
BRANDAU SHOE CO., Detroit, Mich. 








BUYER and Manager for retail store, ex- 
perienced on medium and better grades of 
Men’s, Women’s and Children’s shoes. Can 
handle advertising and displays. ble in 
any department. Has and can p 
sults. Open February Ist. Address C-625, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
S UCCESSFUL MANAGER and Shoe Buyer 
of fifteen years’ experience with Ladies’, 
Children’s, en’s and Boys’ departments, 
wants to make change. Prefer South or South- 
west. Eight years with present firm. Address 
a a 800, Audubon Building, New Or- 
eans, La. 


FACTORY Shoe Salesman, retired from 
traveling, desires an office connection with 
manufacturer who would appreciate punctu- 
ality and salesman’s ability. ew York City 
referred. Address C-631, care Boot and Shoe 
serdar, ° W. 39th St., 9th Floor, New 


York, 











Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention. 
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SALESMEN WANTED 





SALESMAN for ful! line of felt and leather 
C. rs, to cover all states. Address C-628. 


Shoe Recorder, 9th Floor, 239 


and 
W. 39th St, New York, N. Y. 





Lvs. hen | Peeceqentatives for Greater New 

w Jer territories. Address 
BERNSTEIN Sok COMPANY, 108 Duane 
St., New York City, N. Y. 





SALESMEN WANTED — Salesmen, experi- 
enced: For New York City and Connecticut 
territory for jobber’s general line to retail 
trade. Address C-630, care Boot and Shoe Re- 
corder, 9th Floor, 239° W. 39th St., New York, 
N. 





ALESMEN WANTED—Real live-wire shoe 
salesmen to carry a line of snappy McKay 
and Turn Novelties, Turn Slippers and Com- 
fort Shoes, all medium priced. The_follow- 
ing territories are open: ge tastens, 
Ohio, Wisconsin, Iowa, Virginia, West Vir- 
ginia, North and South Carolina, Arkansas, 
Louisiana, Mississippi, Oklaho: 

Dakota, Nebraska, Montana, 

rado, ytd Mexico, fone Bh U 

vada, regon, ashin: 

care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Virginia, 
West Virginia, Tennessee, Illinois and Mis- 
souri. ant men to carry our line of In- 
Stock leather house slippers in side line. Must 
live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing 
account. eekly settlement against orders re- 
ceived. Twenty men now successfully selling 
line. Easiest selling commodity in shoe game 
today. MAID’ RITE CORP. ” amma 
ers), 35 York St., Brooklyn, N. Y. 





WANTED—Side Line Salesmen for Iowa, 
Michigan and Minnesota with established 
trade to carry a line of children’s and misses’ 
in stock stitchdowns shipped from Milwaukee. 
7% commission. Address C-632, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, 
Til. 








LINE WANTED 








Line Wanted 


Address C-638, care Boot and Shoe 
South 


Street, Boston, 


Recorder, 207 
Mass. 


By man of large acquaint- 
ance and long experienced 
in the sale of women’ s, chil- 
dren’s, misses’ and growing 
girls’ shoes to the whole- 
sale, chain and department 
store trade. 











La proneity Line retailing from $3.00 
5.00 for Louisiana and Mississippi. 
Headquariers | New Orleans. Have large fol- 
lommags strictly commission; travel in car; 
ee ged references. 401 Tudor Bldg., 608 
Canal St., New Orleans, La. 


_able. P. C. CUNN 


HELP WANTED 


HELP WANTED 








sales. Must be a producer. 





SALES MANAGER 


Middle-aged man; thorough knowledge of selling and handling 
For a well-known line of Chil- 
dren’s and Growing Girls’ Goodyear welts manufactured in the 
middle west. State age, experience and references in first let- 
ter. All information confidential. Address C-635, c/o Boot 
& Shoe Recorder, 189 W. Madison St., Chicago, Illinois. 








OWING to the ieprensing demands for our 
medium grade Women’s Turn Comfort line 
of House and Street slippers, boudoirs, and 
ballets, we must have a larger sales force. 
Twelve Samples; In-stock proposition; Com- 
mission basis. Prefer men who have sold 
similar line. Good opportunity _ the right 
party, Address C-627, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ae ~~ WANTED for Shoe Stores 

that we are ange | in the smaller cities 
in the Central States. Investment possibilities. 
Married men preferred. Give references and 
all details in applying. L. R. LEPIRD & CO., 
Kendallville, Ind. 











WANTED TO PURCHASE 








Sell Us Your Left Over 


New Yorn Exrporr Purcuasine Corr. 
596 Broadway, N. Y. City 








FOR SALE 





QO» ESTABLISHED | shoe ay for sale 


Ohio, ne, .5 5.000 annually. 
will Sacrifice. pyr ay C-5 Boot and 


Shoe Recorder, 207 South St., Boston, Mass. 
FOR SALE—Old established shoe store in 
Michi town of 35,000. Low inventory. 
Address C-616, care Boot and Shoe Recorder, 

207 South St., Boston, Mass. 
R GERBER heels, 100,000 pairs men’s, boys’, 
assortm: Wi ifice. 


ladies re ent. ill 
SILVERMAN’ . 128 Myrtle Ave., Brooklyn, 











FOR SALE—Well established shoe store in 
good industrial Pennsylvania town of 16,- 
000. Stock and fixtures inventory at $12,000. 
Can be bought reasonable for Cash. Reason- 
able rent, long lease, best storeroom in city. 
Reason for selling, other ae interests. 
Address C-629, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SHOE STOCK FOR SALE. Clean stock, 
1,200 population, 12 miles from city. Five 
concrete roads lead in. Northwest Ohio. Cash 
proposition. Address C-633, care Boot and 
Shoe Recorder, 207 South St., Boston, 











FOR RENT 


OP gerusr IN ERIE. Payrolls in 

Erie materially - oe in 1926. Mercan- 
tile ‘conditions sound. have 100%. location 
for shoe line at a rent which is entirely reason- 
INGHAM, 704 Palace Bidg., 





Erie, Pa. 


FOR RENT, second and third floors. Most 
prominent building in prosperous business 
community of 150,000. 100% location. 27’ x 
105’. Immediate possession. Reasonable rent. 

lease for any line excepting ladies’ wear. 
J. M. CLAWSON, Pottsville, Pa. 








Noy LINE WANTED for New York State 

salesman who has successfully covered 
thie’ territory for the past eighteen years and 
has —~ y following. Address Ce34, care 
Boot and Shoe nomen 239 W. 39th St., 9th 
Floor, New York, N. % 4 





LINE WANTED—Live-wire salesman 

line of Boys’ or Misses’ ey * Children’s f for 
New York and New igh grade or 
medium. Have oom Ry traight com- 
mission basis. ddress C-637, care and 
Shoe Recorder, 239 W. 39th St., 9th Floor, 
New York, N. Y. 


Information for 
Shoe Merchants 


The advertising pages of the 
Boot and Shoe Recorder consti- 
tute an almost inexhaustible 
source of information as to where 
and what to buy. They are 
worthy of your closest attention. 



































MERCHANT NEEDS 











Milbradt 


made for 40 years 
by the origina] in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

@et our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 Ne. 10th Street 
ST. LOUIS, MO. 























MERCHANT NEEDS 








Large Assortment 
of Genuine 
Alligator and Lizard Skins 
Brocades 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 














EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Hye cod Yiike Fie ld ) 


Sultnste, Md.; Sane Dinas Buffalo, 
N. Y.; Chicago, Iil.; Kansas City. Mo.; 
Los Angeles, Calif.; New York, N.Y.; 


Philadelphia,Pa.; St. Louis,Mo.; Port. 
, Oregon; San Francisco, Calif, 








Metal Shoe Fitting Stools 
and Floor 
Mirrors 







Ne. 141 


Catater THE CHICAGO 
price WIRE CHAIR CO, 


621 N. La Salle Street, Chicage, ii. 

















Informat:on for Shoe Merchants 


The advertising pages of the Boot and Shoe 
r constitute an almost inexhaustible source 

of information as to where and what to buy. 
They ere worthy of your closest attention. 
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I Knowitall 
Spoiling Customers by 
“Strutting His Stuff” 


CCASION- 
ALLY we get 
ila new man in the 
"store who claims 
to know about all 
fre is to know 
bout shoes. He 
won’t listen to 
anyone. He is a 
graduate. If there is anything 
about the shoe business this bird 
don’t know it is not visible to his 
eyes. 

Recently we put on a new one. He 
claimed to know it all. We needed 
help pretty badly, I think, or the 
boss would never have hired a 
“smart” fellow like that. Well, he 
started in to show us old-timers up. 
He told us we were in the high 
grass and that’ he would show us 
how a modern shoe salesman did his 
stuff. 

Instead of asking some of us who 
knew the stock, he would tell cus- 
tomers we did not carry certain 
shoes asked for. He simply was not 
interested in selling shoes that he 
did not approve of. I heard him tell 
a woman that we did not carry 
staple styles in low heeled black kid 
oxfords. We had a big stock of 
them, because our trade is an old- 
established one and many of our 
customers have been buying that 
shoe from us for years. Well, I 
saved the sale and made this bird 
sore at me for all time. 

I heard him arguing with a wo- 
man about styles, trying to sell her 
a high priced, high heeled flapper 
type of shoe when she wanted a 
block heel, round toe with plenty of 
snap. He spoiled a customer, nearly. 
But the boss happened to catch the 
lady as she went out. He brought 
her back and turned her over to one 





of the other boys who knows things 


from the ground up. 

Then the boss took that smart guy 
by the mane and led him to the of- 
fice. I think he let him out by way 
of the back door. At least we never 
saw him again. 








MERCHANT NEEDS 


ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
FOR YOU. 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 
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To Make Your Show Windows Profit- 
able These 3 Conditions Are 
Important: 

ist—A good Window Display Man; 
2nd—Change the Displays very eften; 
3rd—Use Wood Display Fixtures ay FO are 


well made, 
changeable, and nicely finished. 





Always bear in mind that 
“MANY SALES ARE MADE FROM THE SIDEWALK” 


At half the rent you are paying, you 
would not beard up your show windows. 
This means they have a certain value. 
If neglected they become very costly. If 
utilized right they can be made very 
profitable. 


ASK FOR SpeciaAL Book NIIl 
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| WINDOW | 
[DISPLAY Fi Je oegygapec! 


SEGALL€ SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


» SEND FOR CATALOG 






ESTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





















2e3- mm LEXINCTON AVE , BRODKLYN, NY 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 














YA We a fics «Wy 
Ve 


















































February 5, 1927 


Stage Successful 
Clearance Sales 


Boston—The retail shoe merchants 
of this city have been “house cleaning” 
during the past month, with reductions 
as high as 50 per cent in some cases on 
short lines. For the exclusive shoe 
store of T. E. Moseley Co., this marks 
its 80th anniversary sale of men’s, 
women’s and children’s shoes. Thayer 
McNeil Co. conducted its “46th Mid- 
winter Sale,” with reductions as high 
as 380 per cent—for instance, $20 
women’s models at $11.85, and as low 
as $5.85. Corresponding reductions 
were made in the men’s and children’s 
departments, and at the hosiery coun- 
ter. “The.sale offers you a golden op- 
portunity to outfit every member of 
your family,” the Jan. 15 newspaper 
ad read. 

The Henry H. Tuttle Co. sold $16 
and $18 women’s shoes, formerly $10 
to $15 as low as $6, with similar reduc- 
tions in men’s lines. “There is such 
a wide diversity of styles, leathers, 
materials, and treatments for choosing, 


and the values are so exceptional that . 


it is not uncommon for customer after 
customer to buy 12 to 15 pairs for 
street, evening, and sports wear,” the 
retail ad read. 

Filene’s grouped its sales shoes on 
tables in its regular-department, fifth 
floor, with up-to-the-minute styles, for- 
merly $12 to $18.50 at $7.85; $8.50 to 
$10.50 shoes at $5.85, and others as 
less smart at $2.85, and less. 

The Shepard Store offered 857 pairs 
of fine shoes at $5.75, and sold fancy 
rhinestones and cut steel shoe orna- 
ments at 20 per cent off. J. L. Esart 
Co., exclusive men’s store, sold $13.50 
to $16.50 shoes at $8.90 and $10.85. 


Reed Has Ball Team 


Rocuester, N.. Y. (UTPS)—E. P. 
Reed & Company, manufacturers of 
women’s shoes, are once again repre- 
sented in the field of industrial sports 
here with a.crack basketball team, com- 
posed of employees of the large plant 
in North Goodman Street. Anthony 
Myers is booking manager and Walter 
Rickard, business manager. The Reed 
company has not been represented in 
industrial basketball for four years 
and the newly organized team is prac- 
ticing hard to uphold the Reed tradi- 
tions of superiority in everything. The 
team expects to be in shape shortly to 
take on the Menihan quintet. 


Haverhill Shows Gain 


HAVERHILL—The Haverhill shoe in- 
dustry shipped 15,505,236 pairs of 
shoes in 1926 and in September of that 
year made one-sixth of all the women’s 
shoes manufactured in the country. 
These startling figures are#released by 
the Haverhill Chamber of Commerce 
which has inaugurated’ a bureau to 
record all outward shipments of shoes 
from the city. . 

The 1926 production reached its 
maximum in September when 48,714 
cases, or 1,753,704 pairs of shoes were 
shipped. The months of September, 
October, and November showed an in- 
crease in shipments of over 5000 cases 
a month over the same months in 1925. 

Compilation of totals show that 
Haverhill manufacturers in September, 
1926, made and shipped one-sixth of 
all the women’s shoes that were made 
in the country. 

These statistics also reveals that 
Haverhill did 20 per cent more busi- 
ness in 1926 than in 1925. 


New “Comet”? Department 


CHARLOTTE, N. C.—A new “Comet” 
department is being opened in the 
Richard’s store by A. L. Levy of 
Raleigh, it being, Mr. Levy’s third 
“Comet” store. The new department 
jwill be managed by W. P. Montague. 


New Raleigh Store 


RALEIGH, N. C.—R. L. Vaughn and 
I. B. Jones are opening the French 
Bootery at 103 Fayetteville St. These 
two young men who are well-known in 
Raleigh plan to: carry a complete line 
of women’s high grade conservative 
footwear. 


Work Shoe Outlook Good 


MILWAUKEE—This is the off-season 
for work shoes according to W. G 
Hanson, vice-president and general 
manager of the Albert H. Weinbrenner 
Co., which manufactures that class of 
footwear, but for the season of the 
year, the volume is holdi up satis- 
factorily. This company did a large 
volume during the last quarter of the 
old year, and it will begin on its new 
season within a short time. Indica- 
tions point that the business will be as 
good again when the work shoe market 
does open as it was for the last three 
months of the year. 
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Changes at Walk-Over 


Wisconsin Shops 


MILWAUKEE, WIs.—Wilbur Peterson, 
who has been in the corrective depart- 
ment of the Walk-Over Shoe store at 
Milwaukee for the past three years, has 
been appointed of the new store which 
will open at Oshkosh, Wis., about 
March 1. The store will be located at 
163 Main Street, Oshkosh, in the build- 
ing formerly occupied by Lewis’ Walk- 
Over Boot Shop. The Lewis store went 
out of business last September. 

Remodeling of the building is now 
under way. It will be finished in 
genuine American walnut throughout 
the interior and the fixtures will also 
be of this wood to match the interior 
trim. A mezzanine balcony is to be 
built in the store and shelving will 
run to the ceiling. 

Two windows will be used for dis- 
playing footwear. The ladies’ foot- 
wear will be shown in an L-shaped win- 
dow while the men’s shoes will be on 
display in a straight window. The 
background of the windows will be of 
plaster trimmed with genuine Ameri- 
can walnut to match the interior of the 
store. Wrought-iron window fixtures 
will be used. There will be one en- 
trance to the store. 

The Milwaukee store of the Walk- 
Over company will be remodeled within 
the next few weeks. The ladies’ de- 
partment will be enlarged to occupy 
about three-fifths of the space in the 
store. New flooring is to be laid which 
will be covered with floor coverings 
which already have been purchased. 
Counters down the center of the store 
will be removed as will the cashier’s 
cage, which will be moved to the back 
part of the store. Chairs in the store 
will be entirely recovered. 


New Dixie Store 


New ORLEANS (UTPS)—Another 
Dixie shoe store has lately been opened 
in New Orleans at 158 South Rampart 
Street, with M. F. Martinez as man- 
ager. I. J. Roger is manager of the 
other. Dixie store at 408 St. Charles 
Street. 


Open Basement Dept. 


RALEIGH, N. C.—Boylan & Pearce 
Co. are opening a lower priced shoe 


department in their basement. This 
will be in addition to their high grade 
department upstairs. 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of. over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. “Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
__ Becton, Mass. 


The Breakers 


ATLANTIC CITY 


Preferred—in Winter and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan. . . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 

JULIAN A. HILLMAN, V.-President 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

deb thd Vaid iiudiind, os thy sta excinens ta a bine: ‘tos tho 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anv SHoe Recoaper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


Texas STARTS SANDAL STAMPEDE 


Alden, C. H., Abington, Mass 


Berkshire Footwear Corp.. Holliston, Mass. 


Blog Shoe Co., New York City 


Brockton Goaeeneive Boot and Shoe Co., 
Broexton, 7 
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By a Staff Correspondent 
y f pe Burdett Shoe Co., Lynn, Mass 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


TEP lively ladies—the traffic on 

soles is getting heavier follow- 
ing the passing show of galoshes— 
sunny days ahead pictured in the 
style section next week. 


9 IS said “his are the most ex- 

pressive hands in industry— 
powerful hands that produce exqui- 
site styles’—who—why, Perugia— 


look for him in next week’s issue. 


OLLEGIATE hoofers—what do 
they buy and why—a real study 
promised in our next issue. 


Every issue—“never gives an idea 
an idle moment.” A RECORDER idea 
is your idea and thousands of fellow- 
merchants swap ’em here. 
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Use this COUPON 


_ for Catalogs 
and Literature 


on 


Store Equipment 


and 


Specialty Merchandise 


The Western Service Depart- 
ment of the Boot and Shoe 
Recorder furnishes gratis to 
subscribers information and 
suggestions on matters of store 


equipment and specialty mer- © 


chandise. 


To dealers checking the 
coupon at side catalogs and lit- 
erature will be sent by some of 
the leading manufacturers of 
the articles specified. 


To aid in finding just what you 
want, please inform us as fully 
as you can regarding your re- 


quirements. 
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Chicago, Il. 
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N?: 801 is a Pure Silk and Rayon style 
with 23-inch boot. Has an elastic mer- 
cerized top, fashion marks, 4-ply heel and 
toe, silk splicing at high spliced heel and 
double sole. Comes in wanted shades of 

Black Cordovan Brown 

White Leather Grey 

Mode French Nude 

Beige Jack Rabbit 

Dawn Russian Tan 

Bunny Rose Taupe 

New Otter Gun Metal 

Blonde Rosewood 

Cedar Atmosphere 

Maize Mauve Taupe 

Silver Grey 
3 pairs to box, sizes 8 to 1014 


New Lower Price 


$6.00 doz. 


Order a sample dozen Today 





COOPER WELLS & CO. 
250 Broad St. St. Joseph, Mich. 
Mills at St. Joseph, Michigan, and Albany, Alabama 
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The Famous Finery 
Features: 
Coral Band. 
At-Cost Repair Service 
Free Dye Service. 
Territorial Protection 
Step-Toe Sandal-Sole 
Exchange Policy. 
Intensive Advertising. 
Free Store and Win 
dow Helps. 
Branch Offices. 


CORAL BANI 


HOSIERY 


From 150,000 to 55,000,000! 


Recently, a most interesting article in increasing number of retailers are using 
Liberty Magazine stated thet the con- the Finery Services—month after month. 
sumption of full-fashioned, pure silk 
stockings grew from 150,000 pairs per 
year to 55,000,000—in twenty-five years. 





And that many leading Stores are now 
concentrating on Finery—where initially, 
they merely added Finery as “another” 
We dare not infer more than a small line. 

responsibility for this growth—Finery is 


“Se ene i Both consumer and retailer know the 
too young. But it is significant to note:— 


Finery trade mark asa definite pledge 
That at all times Finery’s two mills oflong,satisfactory service. The future 
have been oversold...., That each suggests that you should at least 
uarter showed a sales volume greater investigate Finery—a new, profitable 
than the previous period ....Thatan line that wins trade and holds it! 


These New Numbers will win new laurels in 1927 


No. 33 O.S. Outside Chiffon, No. 500. Super-Sheer Fine-Gauge No.400. Black Heel Chiffon 
Reinforced lisle top and Chiffon. Specially-constructed foot. weight, with reinforced 
feet. Specially designed to All desirable colors. To sell for $3. foot. Three dark shades on- 

wear well and look well. No. 600. Same style in dark colors ly(Gunmetal, Cruiser, Ros- 
Priced to retail profitably | with black heel for all-black, ultra- eta) for extra-sheer all- 
at $2. All services! sheer effect. Retails at $3.25. black effect. Retails at $2. 


FINERY SILK STOCKING CO. Inc., Main Office: Third at 87th St., N. Y. 
Mfg. in our own plants at Philadelphia and Clifton, 
N. J Branch Offices: Cleveland, Atlanta, Chicago 
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EVERWEAR—‘EVERYWHERE" 
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HXGreat Test that Proves 
all things 


Time is the real test tube. You cannot alibi its verdict. Beating a 
tom-tom or shouting extravagant claims from a housetop may 
confuse and deceive for a while. Then Time has its inning and 
only that survives which deserves to live. 


Everwear Hosiery has met the time-test. Over a score of years 
has passed since it first appealed to the American public on a 
quality basis. An ever-increasing volume of business has followed. 
A splendid manufacturing plant is an answer to anyone who says “compromises 
are necessary to success.” 





Square-dealing is as compactly woven into our business policy as silk threads 
into our hosiery. The retention of our old customers and constant addition of 
multitudes of new ones has a meaning and a message. 


Dealers understand the profit-value of a reputation such as Everwear enjoys. The . 
name has a definite meaning to the public—an assurance of quality that is today 
as it was yesterday and will be tomorrow. When humanly possible to make it 
better, we will be the ones to do it. 


co 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 
MILWAUKEE WISCONSIN 
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Specialize with ey ee 
(SORDON 


AND THIS IS WHAT YOU GET: 


A complete line of hosiery 
Every number needed to satisfy the basic requirements of 
your hosiery department. 


Superior values At each standard retail price Gordon offers the best values 


possible to produce. 


A regular mark-up of over 34% 


The average gross profit on the Gordon line is over 34% on 
selling price. 


A 6-time lurnover Gordon service with weekly fill-ins for your stock gives you 
at least a six time turnover. Many Gordon departments get 
8—10—even 12 turns a year. 


Higher net profit from your hosiery department 
The Gordon gross profit of over 34% on selling price, and 
the Gordon turnover of 6 to 12 times will bring you a far 
greater net profit than the average hosiery department enjoys. 


Clean, saleable Gordon stocks 


Our Color Exchange Service is assurance that your Gordon 
Hosiery stock will be filled with clean, saleable colors. 


Exclusive style informat:on 


The Gordon Style Service Department furnishes each dealer 
with authentic style information on correct color combina- 
tions for all costumes. 


Exclusive Gordon features 


The famous Gordon, V-Line—the Gordon Four Point Top— 
The Gordon Shadow Clock—The Gordon Sandal Toe are four 
exclusive hosiery features to be found only in this famous line. 


For the eight reasons listed above you will find the 
Gordon Line featured in dozens of successful hosiery 
departments today—Our new portfolio explains the 
Gordon policy more fully. The coupon will bring it. 











own Durrevt Company, 11 West 19th St., New York or 104 Kingston St., Boston 


Kindly send me free of charge a copy of your new portfolio, “Specializing for Profit”. 
HOSIERY 
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SELL THE IDEA OF 
SLENDERNESS IN ANKLES 
SELL, ALSO, 
THE NEW QUALITIES IN 
Re P . : 
Onyx & Pointex L 
e . 
Silk Stockings 
HERE are improved qualities in Onyx 
Pointex. New uniformity of knit. New T 
wearing qualities. 

And these improvements have been stand- the ¥ 
ardized. Every pair of Onyx stockings of a =. 
given style is identical with every other Onyx at 
stocking of the same classification. more 

More than that, the entire line has been is no’ 
freshened so that every style and every price incre: 
that a merchant requires for quality volume » 
business is at hand. ast 

You will like the new plan of eo 
Onyx Pointex distribution Ds 

It conserves time, and allows you to order fashic 
Onyx stockings when and as you need them. sine 
It’s a method that reduces your investment =. 
and makes swifter turnovers. is acc 

No traveling salesmen will call on you. There 
Their place has been taken by the U. S. mails. ters, 
Merchants mail their orders for stockings and  .. 
the goods are shipped. The goal of placing Ber 
Onyx shipments on a par with those of fend 
Gotham Gold Stripe, that is, shipment within with 
twenty-four hours after receipt of order, is Stocki 
being steadily approached. above 

Onyx now offers the incomparable Pointex a 
heel, new qualities and an improved mer- The 
chandising plan, plus national advertising. elties 

You are invited to write for details. import 

° to that 

Gotham Silk Hosiery Co., Inc. Mills at: _. 

389 Fifth Avenue Philadelphia, Dover, Wharton, coming 

New York Passaic and New York freque 

this i 

ntra: 

tarted 

go wi 

n-m<¢ 

blac 

spl 

© 1027 ight ; 
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Off with the Old—On with the New 


hosiery business is undergoing some fairly radi- 
cal changes. These changes are not so swift, but 
the retail merchant will do well to keep his eyes open 
and his ears to the ground. The main shift in hosiery 
demand is in two directions—toward the longer silk 
boot and toward more novelties. The swing toward 
Mmore silk in the stocking and even toward the all silk 
is not new, but it is significant that it is still on the 
Mincrease. In the higher grades, of course, the all silk 
chiffon has been a leader for some time. In other 
grades, the silk boot 
length has been in- 
creased in direct pro- 
portion to the shortening 
of skirts. Some full 
fashioned silk hosiery 


TL resier are signs and portents that the women’s 


than a 30-inch silk boot 
is acceptable at present. 
There is, in many quar- 


wmters, a reaction against 


mthe 2814-inch boot, 
which has been a good 
seller. One answer is 
found in a 30-inch boot 
with a four-inch welt. 
Stockings must be silk 
above the knee and long. 
Keep this in mind in 
making your purchases. 
The trend toward nov- 
elties has assumed an 
importance comparable 
to that of color. Pointed 
heels are gaining in 
favor and new types are 
coming into the market 
frequently. Added to 
is the heel with 

ec ete fF, 

g some months 
ago with the vogue for 
gun-metal hosiery with 
black heel. Now it 
has spread to hosiery in 
ight shades with black 
eels, or with heels of 
darker tones in the 


Lace net, gunmetal hose with black heel—Lehigh Silk Hosiery Mills 


same basic color. This is definitely in keeping with 
the composé mode that has been worked out so suc- 
cessfully in costumes and in shoes. The purchasing of 
such hosiery, of course, means a nice problem. To the 
shoe merchant who has worked out color harmonies in 
composé hosiery, the best advice to him in making his 
hosiery selections is to follow the same tones that he 
chose in shoe colorings. 

Other novelties, such as the new clock starting at the 
knee and running down to the calf of the leg, the ver- 
tical ombre striped hosiery, open work and embroidered 

clocks, lace net, and the 
new lisle goods for 
sports wear, offer op- 
portunities to cater to 
the woman who is look- 
ing for something dis- 
tinctive to finish off a 
striking costume. 


TOCKINGS with a 

sport touch will sell 
better this year than 
eveF before. In  cos- 
tumes there is a strong 
wave toward what 
might be termed ‘“semi- 
sports” apparel. These 
consist either of one or 
two piece dresses or 
short jacket suits. With 
them will be worn shoes 
that are neither strictly 
sports types nor dress 
types. A half-way com- 
promise, if you will. 
Hosiery that falls in 
this category blends in 
with costumes of this 
type and suitable shoes. 
The hosiery with the 
contrasting heel, that 
with colored clocks, and 
some with even more of 
a design or pattern, 
fall easily into this 
classification. It will 
pay to watch this devel- 
opment in the style 
trend in hosiery. 
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HOSIERY SECTION 


Rose and Yellow Tones Vie 


for Color Supremacy 


HE hosiery color situation, to 
| the market observer, is get- 
ting quite complicated. Two 
schools of thought, both apparently 
with considerable backing and back- 
ground of facts upon which to base 
predictions, are talking color. One 
holds to the pinkish or rosy tones 
of hosiery for spring, while the 
other contends that the drift will be 
toward the more yellowish casts. 
Just at present in New York and 
Palm Beach, high style circles 
where the first whisperings of 
spring are in the air, the adherents 
of the yellow cast seem to be in the 
ascendency 
There is no doubt that hosiery to 
match Pastel Parchment, Shell Gray 
and Rose Blush shoes will be in de- 
mand this spring. It is when we 
get into the so-called “off” shades 
that the contending rosy and yellow 
tones enter the conflict. Most of 
the market leaders in New York, 
such as Lord & Taylor, Henning and 
Slater, are casting in their lot with 
those who believe the nudes will run 


22. +—_—_____».. 








more to yellowish than to rosy casts 
this spring. 

Right now, of course, darker tones 
are selling in good quantity, with 
gunmetal still holding front rank in 
most sections of the country Grain, 
French nude and Beige may be 
placed about equally as runners up. 

Pastel shades are coming in 
strongly to go with the pastel shades 
in costumes and shoes. More action 
is seen on blue hosiery than for 
some time past, from powder to ‘he 
more vivid darker shades, but with 
little call for a real Navy blue. Gray 
is beginning to move up in the list 
of sellers, also. 


HE white season last year was 

not one to inspire enthusiasm. 
The same probably will be true this 
year. The entire shoe trade is 
chary about predicting any large 
volume of business in white shoes, 
so, of course, there isn’t any bright 
prospect of a large business in white 
hosiery. Whites, to a great extent, 


ee 
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The pointed heel comes into its own. Here is a new “ 
idea developed by Julius Kayser & Company, under the 
name of “Twin-Heel” 
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will be pushed out of the picture by 
the light tones in other shades, 
Some whites with cclored clocks 
have been given the approval of 
smart dressers at Palm Beach and 
these may go over rather strongly 
as a semi-sports proposition. 


HOCAEOEND.* SUEGEOEONENEEDNG oo. + enNEE Nene eceaEnNEN 


The composé costume, checks and 
the new “clock from the top” stock- 
ing featured at the National Garment 
Retailers’ Spring Fashion Show. 

This distinctive clock in gold on 


the new spring stocking shade 


« “Aloma” accentuates the smartness 


of the snakeskin pump and the 
swagger skirt in tones of tan, brown, 
white and gold. The pattern of the 
V Line heel is repeated in the de- 
sign of the shoe, a harmonious 
choice of accessories so essential to 
the correct style of the composé 
costume. 

This is the new “clock from the 
top” stocking made on the Gordon 
“V” Line heel. It is a 42-gauge, 
four-thread all silk hose, with a 
liste interlined welt and foot. It 
has the V Line heel and step-up 
toe guard. 
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Neater and 
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HE swing toward more con- 
servatism of pattern and color 
in men’s half hose and even in 
sports hose shows no abatement. 
Not that there is any wild rush to 
the plain half hose of years agone. 
The male creature, having’ had a 
taste of novelty in his shirts, his 
ties and even in his suits and shoes, 
is not content to go back to plain 
black, brown or gray hose, but he is 
“off” the wild colors and patterns 
that distinguished the nether ex- 
tremities of the young collegian and 
his many imitators in the past year. 
Trousers are less wide at the bot- 
tom. Shoes are tending toward less 
full toes. Conservatism is the key- 
note and it is being carried out in 
hosiery. 

Neat pattern effects in which ver- 
tical stripes or broad clocks form 
the principal designs have first call, 
not only in the higher grade hosiery, 
but in the lower priced ranges as 
well. As we slip along into the 





the 

don Even in the lower priced numbers, 
ge, more conservative effects are de- 
ee manded in men’s half-hose.. Here 
It are three good selling numbers in 
-up rayon sox from the Notaseme 


Hosiery Company 
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Less Gaudy 


Say the Men 


Spring season there is every reason 
to believe that this tendency will be 
accentuated. Plain colors with con- 
trasting clocks in high priced silk 
lines are selling well right now—par- 
ticularly in the larger stores that 
have made Palm Beach showings of 
male accoutrements. 

Light grounds are wanted, of 
course, to go with light colored suits 





and 


smaller 
neater effects in men’s half hose ts 
exemplified in these two new pat- 
terns in lisle hose from the Ray- 
mond Hosiery Company 


The trend toward 


and the softer and lighter the shades, 
the better. Silver gray looks like a 
good bet in both silk and lisle as 
well as in mixtures. White, with 
colored clocks, is expected to come 
into its own with the advent of real 
summer. Signs indicate the wearing 
of white flannel trousers by the well 
dressed summer resorter this year, 
with which will go the white shoe, 
mostly trimmed with black or tan, 
and white sox with a colored clock 
or small design in color. 

From this point on the calendar, it 
is difficult to make a prediction about 
the ratio of silk to lisle for Spring 
and Summer wear. The proportions 
probably will not show much change 
from last year. Improvements in 
the construction of lisle has given 
this division an impetus that may 
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New patterns in men’s woolen golf 


Imported by the Allied Knit- 
ting Company, New York 


hose. 


make a change in the proportions. In 
the cheaper lines, it is to be expected 
that rayon and rayon mixtures will 
make a greater impression than ever 
before. 













New pattern 
effect m dyed 
half hose, ob- 
tained by ex- 
tracting the 
color from a 


plain hose and 
imprinting a 
new color. By 
Berne Hosiery 
Mills 
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Make your hosiery consistent with 
your shoes in price, quality and ser- 
vice, she says 
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HULA tonne 


OSIERY is not merely “sold” 
in these fine departments in the 
Dobyn’s shoe store m Los Angeles. 
It ts “served,” a point that Miss 
Higley brings out in her article. 


Hosiery Service—At a Profit 


By Merle Higley 


STYLIST, BROWN DURRELL CO. 


(From a talk at the Shoe Convention in Chicago) 


HY sell hosiery in a shoe 
store? For the very best 
reason in the present day 


business world—style. Shoes and 
stockings are accessories to the cos- 
tume. Their style changes with the 
change of the costume mode. Cos- 
tume materials and their colors each 
season determine the colors and 
fabrics of the shoes which will be 
most in demand. The shoe you sell 
to wear with a certain costume for 
a certain occasion determines the 
kind and color of hosiery that your 
customer should wear. And _ the 
salesman, having sold the correct 
size and style shoe, can suggest the 
correct style and size hose. 

Just selling your customer the 
smartest shoe-for the occasion does 
not complete your service to her. 
You have omitted the most impor- 
tant style note in the costume—16 
inches of stocking—which may make 
or mar the smartest shoe or gown. 
Uneven weave, streaked _ colors, 
badly shaped ankle, or wrong shade, 
will spoil the smartest shoe. Selling 
your customer the correct kind of 
stocking in the right shade for shoe 
and costume is style insurance for 
her continued satisfaction with the 
shoes. 

But some shoe retailers say, “We 
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can’t make it pay.” Yet the fact 
remains that many shoe stores, large 
and small, are selling hosiery, and 
selling hosiery successfully. What 
is the trouble with shoe stores that 
are not making hosiery pay? Are 
they selling hosiery consistent in 
quality and price with the shoes 
they carry? 

A recent survey of 11,000 retail 
shoe merchants shows that one- 
third of the shoe stores selling $10 
and better grades of shoes are sell- 
ing hosiery in the $1 to $2 class. 
Are stockings retailing at $1.35, 
$1.65 and $1.85 an asset from the 
style or service standpoint to $10, 
$12, $15 or $18 shoes? 

Would these shoe stores try to sell 
two kinds of shoe customers in one 
store, the $10-$18 trade and the $5- 
$7 trade? Isn’t this what they try 
to do with hosiery when they sell 
$1, $1.35, $1.65 and $1.85 numbers 
to be worn with $10-$18 shoes? Are 
not shoe stores of this type trying 
to compete in price with the hosiery 
departments of specialty and depart- 
ment stores*in their towns, influ- 
ences which do not control them in 
assembling and selling their shoe 
stocks? 

Are these stores selling the kind 
of hosiery which in style and ser- 


vice is consistent with the quality 
of shoes they are selling, and which 
will help insure the continued satis- 
faction of their customers with the 
style of the shoe purchased? 


T is trite to repeat that the cus- 

tomer gets what she pays for in a 
stocking—no more, no less. It is 
also important to note that women 
all over the country are appreciating 
this fact and are buying higher 
priced stockings. They have learned 
that four pairs of stockings at $1.35 
do not wear as long or look as well 
as three pairs of stockings at $1.85. 
In other words, cheap hosiery is ex- 
pensive, a false economy. The best 
hosiery departments in towns like 
Pittsburgh, Atlanta, Aurora, IIL. 
or New York City, for example, have 
seen exceptional increases this last 
year in their $2.95 and $3 hosiery 
business. Perhaps they are doing 
a better selling job on their stock— 
not just giving a customer what she 
asks for and making no attempt to 
interest her in better merchandise. 
This is not the whole story, how- 
ever. Discriminating women—the 
kind you want for permanent cus- 
tomers—are buying better stockings 
as a real style and service invest- 
ment. Shoe stores that offer these 
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women hosiery of this type, con- 
sistent in quality, style and service 
with the shoes they sell, find that 
their hosiery departments do pay. 
What is the solution of the ho- 
siery business in the better type of 
shoe store that caters to customers 
demanding style and quality? Sup- 
pose you own that kind of a store. 
You are trying to do a better job 
of selling shoes than any one else 
in town. Quality, style and service 
are the watchwords of your busi- 
ness, and bring you the permanent 
patronage of the best customers. 


RICE is not your primary con- 

sideration. You buy shoes for 
the occasion. You follow the reports 
of your Joint Shoe Style Committee 
in choosing the correct styles and 
colors each season. You sell, display 
and advertise shoes for the occasion, 
to wear with the newest colors and 
fabrics each season. You do a good 
style selling job in shoes. But how 
about your hosiery—the Siamese 
twin to your shoe? 

Have you been doing as good a 
selling job on stockings as you’ve 
done on shoes? If not—why should 
you expect it to pay? 

Your salesmen are expert at fit- 
ting and selling your customer the 
suitable shoe for her kind of foot as 
well as the correct style for different 
occasions of the day. Are you ex- 
pecting them to be expert hosiery 
saleswomen, too, or have you a 
hosiery girl who is thoroughly fa- 
miliar with your shoe styles and 
colors as well as the style and ser- 
vice points of stockings who can 
give your customer equally expert 
service in your hosiery department? 
Is your hosiery stock located near 
the front of the store where the 
light is good for harmonizing colors 
and every customer coming in and 
going out has to pass it and be re- 
minded of her hosiery needs? Have 
you the right colors and kinds of 
hosiery in your stock, uniform in 
quality, style and service, bringing 
you “repeat” business? And na- 
tionally advertised and of good re- 
pute, bringing you desirable cus- 
tomers when you feature your store 
as local headquarters for this 
brand ? 


HAT do you expect your ho- 

siery department to pay? You 
have heard phenomenal stories of 
hosiery stocks that have paid the 
entire operating expenses of a shoe 
store. Perhaps such a hosiery stock 
is equal in size and investment to the 
shoe stock, run not as a service ad- 
junct to the shoes, but as a separate 
department, equal in size to the shoe 
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department. Why should you expect 
the hosiery stock which needs to 
occupy an extremely small space in 
the average shoe store, which needs 
a small investment compared with 
the shoe stock to produce profits to 
pay the entire operating expenses? 
No successful modern department 
stores operate on that plan. Each 
department is charged rent and op- 
erating expense in proportion to the 
space it actually occupies. 


N this anxiety to make hosiery 

pay all the expenses of the shoe 
store, many shoe stores have sought 
a mark-up on hosiery like the mark- 
up they get on shoes, an article of 
merchandise five to six times the 
retail price of hosiery. When you 
seek too high a mark-up on hosiery, 


Putting Hosiery Into 
Customers’ Minds 


Few shoe stores in the country do 
any more hosiery business than those 
of Al. Gude in Los Angeles. One 
of the reasons undoubtedly is the 
type of advertising he uses. Above 
is shown the front cover of a six- 
page folder recently sent to his 
mailing list, distributed to people 
in the store and, in some cases, sent 
with his monthly statements to his 
charge customers. It is printed on 
old rose colored paper, in black and 
green. Each page has an attractive 
illustration of some number which 
he is interested in pushing at the 
time, and prices on all grades car- 
ried are quoted. In addition to 
quoting the price per pair, Mr. Gude 
also quotes the three-pair price 
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you cannot give style, quality and 
service with your merchandise. You 
have forgotten, also, the reason why 
hosiery was sold in shoe stores in 
the first place. The hosiery depart- 
ment was originally installed in the 
retail shoe store as a service propo- 
sition to help shoe customers match 
their shoes. Customers who couldn’t 
find hosiery to match their shoes re- 
turned them. Many shoe merchants 
selling hosiery have forgotten that 
it is still a service proposition and 
are expecting the hosiery depart- 
ment to pay the expenses of the en- 
tire store. 


LTHOUGH it is no longer cor- 
rect style for stockings to match 
shoes, hosiery still helps sell shoes 
and helps to keep the customer satis- 
fied with her shoe purchase. Nothing 
spoils the attractive appearance of 
a smart shoe more quickly than the 
wrong shade of stocking, or a stock- 
ing of sleazy, uneven weave and ill 
shaped ankle and leg. Safeguard 
the style satisfaction of your shoe 
by selling the right shade and kind 
of hosiery which should be worn 
with it. And a $1.35 stocking is not 
style company for a $12.50 shoe. 
Choose your hosiery stock in rela- 
tion to your shoe stock for sport, 
street, afternoon, evening and neg- 
ligée wear. Sell your customers 
silk and wool or medium weight silk 
to wear with your sport and street 
oxfords. Sell chiffon stockings in 
quite different shades for negligée, 
dressy street, afternoon and evening 
wear. Chiffon stockings should be 
worn only with turned shoes with 
covered heels and the lighter weight 
dress type of shoe. Although the 
wearing qualities of chiffon stock- 
ings have been greatly improved, 
yet their intrinsic style appeal is 
sheerness—not wear. Sell your 
shoe customer the suitable stocking 
for each kind of shoe she buys. 


OUR hosiery department will 

pay handsome profits, and you 
will not have shoes returned because 
your customer couldn’t find the right 
stockings to wear with them. 

Have you bought the right brand 
of hose for your kind of shoes and 
customers, and are you selling that 
brand to your customers? Or are 
you just trying to give every cus- 
tomer anything that she asks for? 
If so, this may account for your 
meager hosiery profits. 

Issue of February 5, 19 
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Hosiery In the Window? 


Out on the Coast They Put the Whole 





A” interesting win- 
dow display in 
B. F, Schlesinger & 
Sons store in Oak- 
land, Cal., where the 
hosiery department 
was reproduced in the 
front window. 





LMOST anyone can dress a 
fairly attractive hosiery 


window, but it takes a real 
genius to think up something so 
radically different that it attracts 
wide attention. And no one sec- 
tion of the country has a monopoly 
on brains capable of doing this 
stunt. Out on the Pacific Coast, 
where they have lots of room, they 
have started making hosiery dis- 
plays that are simply eye-smashing. 
They not only put hosiery in the 
window but they put the whole ho- 
siery department there, counters, 
stock, shelves, cash registers and 
even the customers and _§sales- 
people. 

Two coast stores recently put out 
displays of this kind. They were 
the B. F. Schlesinger & Sons’ store 
in Oakland, Cal., and Buffam’s in 
Long Beach, also in the Golden 
State. Both displays led to record 
breaking sales. The Schlesinger 
store sold $4,500 worth of hosiery 
in three days, or about 2400 pairs. 
Some hosiery, boys. 


HE public likes to see itself in 
replica, just as it likes to be 
fooled once in a while. In this case it 
saw itself buying hosiery. It was a 
novel and attractive window display 
that also contained a subtle sug- 
gestion, which proved effective. 
It was not a hard display to fix. 
David Smith and W. G. McGinnis, 
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Department on Display 


tar TTT) a 
wuss 


display manager and assistant re- 
spectively, cooked up the idea be- 
tween them. A nice attention to 
detail was what made it most effec- 
tive. Before a background of high- 
piled boxes of all-silk and chiffon 
hosiery, glass counters were placed. 
Behind the counters were the sales 
women (models, of course), and in 
front, buyers dressed in_ street 
clothes. 

There was the mother with her 
little son, two women shopping to- 
gether, and others, seated and 
standing in front of the counters. 
Some were in attitudes of admira- 
tion, some undecided which to buy 
and others pointing out their 
choice. 


VERYTHING was complete. A 

sale was rung up on the cash reg- 
ister ($1.60, to emphasize the price 
of one of the two grades); the 
sales women had pencils in their 
hair; sales books were left lying 
conveniently about, and perfumes 
were on the counters. Neatly let- 
tered placards announced the event. 

Inside the store, at the hosiery 
department, things looked about as 
they did outside, except for the 
crowds about the counters. The 
glass counters and showcases had 
been moved to the window, so 
wooden counters and tables were 
used. This gave more room for 
display, anyway. Of course, the 


OTICE the nig 
attention to & 
tail—the pencil in thy 
saleswoman’s hair 
the bag and glov-s ij 
the hand of the wo: 
shoppers, 
perfumes on th 
counters. 


credit does not all belong to thé 
display department. In the absencd 
of Mrs. Sarah Bernhardt, head of 


Boot 


the department, Miss E. Boyd hang 


dled the sale. 


UFFAM’S, down at _ Long 

Beach, also put a complete ho- 
siery counter in the window during 
the annual three-day hosiery sale re- 
cently. We don’t know who started 
this thing. A replica of the ho 
sierv department was set up in the 
big front display window by bor- 
rowing show cases and building 
shelves on which hosiery boxes 
were placed. Wax figures were 
used for the salespeople and cus- 
tomers. Two counters were used, 
one showing a sale just under way 
and the other depicting a completed 
sale with the salesgirl ringing up 
the amount on the cash register. 
The show cases used in the display 
were attractively trimmed with ho- 
siery and hosiery was plentifully 
sprinkled around other parts of the 
display, some of it on stands on 
the floor at the side of the “depart: 
ment.” Newspaper advertisements 
of the sale were mounted and dis- 
played on small easels. This was 
a most unusual display, but, accord- 
ing to officials of the store, well 
worth while, since the most suc- 
cessful hosiery sale in th~ history 
of the store was attributcx iv it. 
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HosIERY DEPARTMENT 


April 4 is the opening day of the McCallum retailers’ 


annual spring showing. Here are four important suggestions 





4 PRIL 4 to 16 should bring extra 
A sales and profits to your ho- 
sierty department. This two-weeks 
period has been set aside for the 
McCallum retailers’ annual spring 


sales drive. There were two of these 





Delineator have been added to the 
list of magazines used last year— 
Ladies’ Home Journal, Harper's 
Bazar, Vogue and Vanity Fair. 
Third, send for the new McCallum 
display cards and posters. This display 

















| drives last year. And they were a big 
success—ask any McCallum retailer who took part. 

Here are four suggestions: First, go over your 
McCallum Stock carefully. Be sure you have a 
good stock of Nos. 1916, 1921 and 195.” Advance 
information indicates that these numbers will be 
big sellers. 

Second, keep your eyes open for the attractive 
new McCallum advertisements now appearing in 
the national magazines. This advertising is going 
into five million homes. And we've got proof that 
women are reading it. Good Housekeeping and 


material is unique. It will give you 
extremely attractive windows and counters. It will 
tie your store to the concentrated McCallum ad- 
vertising in the magazines. 

And fourth, plan to run some McCallum tie-up 
advertising in your local newspaper. We will send 
you mats in a variety of sizes. 

Drop us a line if you are planning to take part 
in the April Selling Concentration. We shall appre- 
ciate your letting us know early so we can give you 
some real cooperation. McCallum Hosiery Co., 


Northampton, Massachusetts. 


FUE Callum 


Silk Hosiery 


WEARS THEM 


rO0 JUST KNOW S$ HE 
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NO ORDER FOR 








BLUE MGON 


FULL FASHIONED 


Osi [R oO tockings 


LINGERS OVERNIGHT 


in the Great New Blue Moon Mill 


b gm order received—filled—out of the 
factory the same day! This is just one 
feature of the service that Largman-Gray 
give you in their mammoth new mill from 
Croydon, Pa. 

We also offer a mending and repair 
service at cost. We offer them the dyeing 
of one pair of stockings or more to match 


LARGMAN-GRAY COMPANY - 
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LONGER WEAR 
IN EVERY PAIR 


individual colors also at cost. Everywhere 
dealers and customers are eagerly welcom- 
ing these special advantages offered in 
‘‘America’s Most Beautiful Stockings.” 
They are voicing their appreciation. in 
steadily increasing orders. Blue Moon pop- 
ularity has raced far beyond our greatest 
expectations. 


389 FIFTH AVENUE, NEW YORK 
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Ruth Martin, Hosiery Woman 


Meets the Challenge of the Christmas Season by 
Using Display Ideas Which Boost December 





Sales to the Highest Level of the Year 


By O. K. Johnson 





“ AKE a look at 
my latest win- 
dow, will you, 


please, Miss Martin?” 
The window trimmer 
had just put in a display 





HIS, the sixth of Mr. Johnson’s series of articles, 
fictionized, but based on actual experience, 
takes the reader through one of the most inter- 
esting periods of the year in retail hosiery mer- 


by both men and women. 
Don’t you think this ar- 
rangement will be espe- 
cially strong for the 
holiday time?” 
“Couldn’t be better,” 


intended to get the chandising, the Christmas season. He tells how Jack answered. “Let 
week-end business, and Ruth Martin, as manager of the hosiery depart- me get at those two 
therefore was exhibit- cases tomorrow morn- 















ing the more moderate- 
ly-priced merchandise, 
shoes and stockings 
both. In one unit, in a 
front corner, was a 
group of stockings in 
seven shades for women who want 
to pay about $1.35 for their hosiery. 

As Ruth was looking at the dis- 
play, a question popped into her mind. 

“Let me ask you, Jack,” she said, 
‘if you merely put a price ticket on 
these stockings, how many people 
who look in this window do you think 
will get any idea out of this display 
except the fact that we carry stock- 
ings at $1.35?” 

“Practically none,” was his an- 
swer; “although some might say to 
themselves that these are pretty 
good looking stockings. I always use 
window cards to help tell the story. 
Here’s the card I have prepared for 
these stockings. You'll see that it 
helps to put across certain ideas— 
good looks, the assortment of correct 
shades, extreme reliability in service, 
exceptional value, moderate price. I 
am sure it is always a good idea to 
use window cards.” 


ONSTANT thought and care 

were given to displays inside 
the store to make certain that stock- 
ings were always within sight of 
customers in each department. Men’s 
stockings were always to be seen in 
the wall case or.display case at the 
end of the. department; women’s 
stockings in the cases in the women’s 
department, and children’s stockings 
in the children’s department in the 
rear of the store and occasionally in 
the horseshoe_case just at the front 
entrance. Sometimes.a number ‘of 


stockings formed ‘a unit display; at 





ment in her father’s shoe store built up displays 
that brought augmented business to the store. 


—The Editor. 


other times stockings were shown 
with shoes. But no one visiting the 
store was allowed to forget that The 
Martin Store sells stockings. 


HIS policy of showing hosiery 

Ruth carried to its culmination 
in the holiday season. Special displays 
of stockings were made just before 
Thanksgiving, to interest the young 
folks home from college and school 
and dated up for the holiday social 
events. This was practically the be- 
ginning of the social season. And 
in December, as Christmas ap- 
proached, The Martin Store showed 
hosiery more and more prominently. 
For Ruth expected December to be a 
big hosiery month and felt it to be 
wise to play up hosiery most strong- 
ly at this time of the year. 

“We'll try a stunt this month,” 
said Ruth one morning, “which I 
think will help to boost the holiday 
business. This is a month when men 
are buying women’s stockings and 
women are buying men’s hose. So 
we'll just put a special trim in in 
each case. Help me out, Jack, and 
we'll see what we can do. 

“We'll put the narrow extra shelv- 
ing in both these cases, as close to 
the top as possible. Then we'll put 
a complete line of men’s novelties in 
each case, to be seen both by the men 
who want hose for themselves 
and by the women who are buy- 
ing men’s hose. On the floor of 
each case we'll put a display of 


‘Women’s silk stockings, to be ‘seen 


ing, and we’ll work the 
plan out.” 

By noon the next day 
both cases were trimmed 
as planned. Subsequent- 
ly changes were made 
twice a week during the four weeks 
preceding Christmas, so that sev- 
eral important items in stock should 
be given an equal chance to get the 
attention of customers. 

Perhaps the feature of the display 
which brought forth more comment 
than any other was the exhibit of 
men’s fancy stockings, the dollar 
line at the women’s case, the fifty- 
cent line at the men’s case. From 
one end to the other of the eight- 
foot cases, on the top shelf, were 
spread all the various patterns and 
color combinations. The value of 
this arrangement became more evi- 
dent as the before-Christmas shop- 
ping days slipped by. Scores of holi- 
day shoppers came up to the coun- 
ters, looked over the assortment, and 
made quick and convenient selec- 
tions of gift merchandise. Styles 
and sizes called for were taken from 
the stock cartons and placed in spe- 
cial gift boxes and wrapped. Ruth 
decided that this one device did more 
to increase the sale of men’s stock- 
ings than anything else she at- 
tempted. 


ITH the coming of December 
the call for gift boxes was 
heard more and more frequently. 
Ruth had anticipated that hundreds 
of gift boxes would be required for 
this month, and had called in the 
boxmaker to furnish a special holi- 
day box. To him she had explained 
her requirements: 
“Don’t show me any boxes cov- 
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DOLLAR RETAILER 
PURE THREAD SILK 


The High Boot for the Short Skirt 
Service Weight— 


Guaranteed 15 « vona with cer 


pair to give customers satisfaction or a new pair. 


Return of any slow moving 


colors accepted in original packing. 


Delivery 


24. hrs. at all times. 





Carlton” 
Best Colors 





Black 
Gunmetal 
Shadow 
Blue Fox 
Beige 
Biscuit 
Mulatto 
Grain 

Nude 
French Nude 
Sunset 

Bran 
Parchment 
Atmosphere 
Flesh 
Champagne 
Alesan 











Write for samples, Also details of our advertising 
campaign 


FREUND & BRICKMAN 


SOLE DISTRIBUTORS 


212 Sth AVE. Coxlton NEW YORK CITY 
ASO. U.3. PAT. OFF 
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| DUO TOE and HEEL Full-Fashioned Hosiery holi 


DAY-TO-DAY 


Service on eight styles of full- 
fashioned silk hosiery ranging 
in price from $12.00 to $21.00 


per dozen. 


ELLIOTT HOSIERY C0., Inc. 


Complete Stocks in 


NEW YORK 


258 Fifth Ave. 


BOSTON - 
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A Holiday Display of Stockings and 
Shoes, called “a selling window” be- 
cause of the variety of merchandise 
shown and the nature of the merchan- 
dising appeal. Windows of this char- 
acter are frequently used by shoe- 
stores during a period of two to five 


.. lays before Christmas. “I am _ sure 
t is always a good idea to use window 
cards.” 








ered with holly paper, or with paper 
showing paneled pictures of pretty 
girls or winter landscapes. Don’t 
show me anything I’ve seen before. 
I want a box that is simple and 
plain, bearing our store name in the 
signature form in which we are ac- 
customed to use it, in a color or com- 
bination of colors that suggests the 


beginning of the holiday rush. Ruth, 
trusting much to salesmen’s com- 
ment and suggestion to customers 
for the development of her stocking 
business, felt that now and then, in 
the increasing rush of the season, a 
salesman was forgetting to say any- 
thing about stockings. His whole 
attention seemed to be centered on 


ery holiday season. What is it going to the promptest service of one cus- 
be?” tomer and a quick move to serve the 

next. 
FTER a moment’s_ thought, Jack, the window trimmer, too, 
while opening his case of cover noticed this and sensed its serious- 
paper samples, the boxmaker sug- ness. He mulled the problem over a 
gested : bit himself, and on the morning of 
“How would it do to cover the box the tenth of the month he asked 

with red and imprint the store name Ruth: 
y in white, or silver, or gold?” “Would you like to see something 
“Sounds good,” said Ruth, “but done which will make it impossible 
Vj @ I'll look over your samples.” for any customer in any department 
Finally her decision crystallized. to leave this store without thinking 
y “T’ll tell you what I’d like to see,” about stockings and about buying 
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NR 








she said. “Will you make me a 
sample box, so that I can know how 
my idea works out? If this com- 
bination looks as good as I think it 
will, this is the box I want.” 

The boxmaker listened and next 
day showed her a sample which she 
thought satisfactory. Her order 
went in for delivery Thanksgiving 
Day week. And buyers of Christmas 
gift stockings received their pur- 
chases in holiday boxes of highly- 
finished pure white paper, with rich 
crimson in the narrow piping on the 
cover and in the imprint of the 
signature of The Martin Store. 

Customers said: “Be sure to put 
these stockings in your Christmas 
box.” Which is, of course, exactly 


what Ruth wanted them to say. 
“Every box advertises my depart- 

ment,” she thought, delightedly. 
Little more than two weeks be- 

fore Christmas came signs of the 


them here?” 

Ruth smiled. “If you can show 
me,” she said, “how to make sure 
that everyone who comes into this 
store will think of stockings while 
they are still in the store, I’m sure 
we'll have to strike off a special 
medal and get a French general to 
come here and award it to you with 
full honors.” 


ACK grinned. “It can be done, all 

right. And when you come back 
from your luncheon you'll see how 
easy it is.” And he went off to his 
sign-painting table in his room in 
the basement. 

Returned from luncheon, Ruth 
parked her coat and hat in the office 
cloakroom and walked forward to her 
stocking counters. Before she had 
covered half the length of the store 
her eye caught sight of two great 
crimson cards, each with white let- 
















could be 
read from a distance of many rods, 
and with touches of holiday colors 


tering which, it seemed, 


by way of ornament. They were 
really beautiful cards. One was hung 
on one side the entrance door, the 
other on the opposite side. They 
just fitted into the panels of the 
doors that open into the windows 
through the window backgrounds. 


O stronger cards could be im- 

agined. Size, color and location 
conspired to make it impossible for 
anyone to ignore them. Not a cus- 
tomer in the store could possibly 
leave without seeing these cards and 
getting their message. 

Customers leaving the men’s de- 
partment read this: 

“Gifts of Stockings for Christmas 
are always welcome. No one ever 
had too many pairs. . . . Beautiful 
silk stockings for women; attractive 
novelties for men; children’s stock- 
ings. . . . Look before you leave.” 

Customers leaving the women’s 
shoe section were confronted with 
this message and suggestion: 

“Buy Stockings for Christmas 
Gifts. They are liked because they 
are useful. See how attractive they 
look in holiday boxes. Choose Mar- 
tin Stockings now. Fine assort- 
ments for men, women and children.” 

Quarter cards in the same colors 
on the same crimson board were 
placed in the front cases at opposite 
sides of the entrance: 

“The Gift for Him: Stockings— 


Novelties in stripes, plaids and 
checks. A fine assortment. At $1 
a pair. At 50 cents a pair. In Mar- 


tin Gift Boxes.” 

“Silk Stockings: The Gift for 
Her. She will like our beautiful 
hosiery at $1.35, $1.65, $1.85.” 
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designs. 15 color combinations. 


lisle. 


Style 901—Exclusive patterns in Vertical 
Rayon over 


DOLLAR OR MORE RETAILER 
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DELIVERY FEBRUARY 15th 


Place your order now for an assort- 
ment of these new Spring patterns— 
wonderfully made—smartly designed 
and colored with an artist’s skill. 


HIRNER HOSIERY CO. 


Main Office 
ALLENTOWN, PA. 


New York, N. Y. Office: 468 4th Avenue. 


Philadelphia, Pa. Office: R. H. Aucott, 
Queen Lane National Bank Bldg. 


Chicago, Ill. Office: Gale V. Smith, 408 S. 
Wells St. 

Cleveland, Ohio Office, Fred A. Smith, 1426 
W. 3rd St 


nations. 


Departmental Compatibility of Shoes and Hosiery 


By C. P. Pulliam 


Style 951—Military Clox. 
Rayon over lisle. 


DOLLAR OR MORE RETAILER 























10 color combi- 








Vice-President and Director of Sales, Everwear Hosiery Co. 


LTHOUGH the successful sell- 
At of hosiery has _ been 
proved in a voluminous and 
profitable way by many of the most 
representative and largest shoe 
stores in America, the question 
does not seem to be definitely settled 
in the minds of many exclusive re- 
tail shoe dealers that the economics 
of merchandising justify, as a per- 
manent custom, the carrying of 
shoes and hosiery- together. 

Aside from the actual proof that 
hosiery can be successfully sold in 
a store that handles nothing else 
but shoes, there are many sound 
reasons why hosiery really belongs 
in a store where shoes are sold. 

In the first place, both are pri- 
marily footwear. That alone estab- 
lishes the kinship in merchandising 
which justifies the most intimate 
association of the lines and offers a 
wide latitude for the promotion of 
both lines together. That applies 
not only to a store which handles 
nothing else but shoes, but may well 
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be thought of by department stores 
which have shoe departments. This 
is a basic reason which should have 
always applied even when _ shoes 


were simply shoes and_ stockings 
just stockings. 

Now that fashion has made them 
each a high and_ indispensable 
requisite to proper costuming and 
joins them inseparably in a scheme 
of colors—harmony of dress de- 
mands that both be considered at 
once. With the wide range of color: 
and particularly the delicate tints i 
silk hosiery, as well as the varie 
combinations of colors in shoes, no 
woman may safely attempt to carry 
in her mind between stores the colo: 
she wants to match. She must hav 

the shoe and stocking together to 
find the proper harmony, and if she 
buys a pair of shoes with any 
thought of being well dressed, she 
must inevitably have the right sort 
and color of stocking to wear with 
them. 

Why not buy them when she buys 
the shoes? In many cases the rea- 
son is that she has not been accus- 
tomed to doing so—a matter of 
educating her to find the reasonable 
way and the short route. 
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Michelman-Grass Moves 
Headquarters 


Michelman-Grass Hosiery Co., 
Inc., distributors of College Maid 
Hosiery, have moved from their 
offices at 17 Madison Avenue, New 
York City, to larger quarters at 
258-260 Fifth Avenue, corner of 
Twenty-ninth street. Their entire 
new spring line is now on display 
there. John Ward, formerly with 
the Onyx organization, now covers 
part of Manhattan for this com- 
pany. I. Klein has been put in 
charge of the Boston office; and H. 
H. Gleichman-has been added to the 
sales staff. 





Miller Hosiery Co. in New © 
Quarters 


The Miller Hosiery Co., Inc., for- 
merly at 220 Fifth Avenue, is lo- 
cated in new and more spacious 
quarters at 330 Fifth Avenue. 


Parsil Joins Moler 


Arthur F. Parsil, for a number 
of years sole selling representative 
for the Concordia Silk Hosiery 
Company, has joined the Van B. 
Moler Co., Inc., as southern repre- 


sentative. 
kings ee ee 
™ Ship F.O.B. Store 
em 
sable Effective Jan. 28, the Vanity 
and@ Fair Silk Mills began a policy of 
heme Shipping all goods to dealers, f.o.b. 
de- the dealer’s city. 
d at ae eed 
olor: 2: ‘ > 
si, Organize Retail Hosiery 
riec Company 
, no eer 
arry The recent organization of the 
ole: Realgood Hosiery Stores, of Atlanta, 
als Ga., is announced, with capital 
_ stock given at $2,000, it being the 
ie company’s plan to establish a store 
pes for exclusive handling of hosiery 
she at retail, and probably to add other 
at stores later on. The incorporators 
vith named are F. G. McCord, J. L. 
Westmoreland and H. R. Lee. 
uys 
"ea- . 
m4 Jules Kahn Resigns 
of Jules Kahn. connected with Dex- 
ble f dale Hosiery Mills since 1919 as a 
director and sales manager, has an- 
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nounced his resignation. When in- 
terviewed, Mr. Kahn said his plans 
for the future were not yet entirely 
determined, but that he would have 
an announcement of interest to 
make within a short time. 


Low Cost Advertising 





Sixty dollars is all it cost George A. 
Yager, of Yager’s Bootery, Grand 


Rapids, Mich., to move 60 dozen 
pairs of women’s hose. That looks 
like pretty cheap advertising. He 
bought 4000 ordinary one-cent post 
cards and had them printed, as 
shown in the picture, in black over 
a green background. The cards 
cost $40 and the printing $20. 
“We not only moved the 60 dozen 
pairs of hose in about 30 days as 
a result of this bit of mail adver- 
tising,” says Mr. Yager, “but we re- 
minded people that we carry hosiery 
and also brought into the store a 
large number of new customers.” 


Three New Vice-Presidents 


Three new vice-presidents, 
chosen from among the company’s 
branch managers, have been added 
to the official family of the Finery 
Silk Stocking Company, New York. 
They are Fred A. Smith of Cleve- 
land, Ohio; Lucius McConnell of 


Atlanta, Ga., and Gale V. Smith of 
Chicago, Ill. 
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Gradwohl Joins Artcraft 


Meyer H. Gradwohl, after an as- 
sociation of 33 years with the 
Maison Blanche, New Orleans re- 
tail store, has become associated 
with Artcraft Silk Hosiery Mills. 
For many years Mr. Gradwohl has 
been the New York representative 
for the New Orleans house. 


To Continue Onyx and 
Pointex Lines 


The Gotham Silk Hosiery Co., 
following the acquirement of “Onyx” 
Hosiery, Inc., announces the con- 
tinuance of the manufacture and 
distribution of full fashioned Onyx 
and Onyx Pointex stockings. That 
portion of the Onyx business for- 
merly known as the Emery & Beers 
Co., which dealt in infants’, chil- 
dren’s, boys’, men’s and women’s 
cotton, wool mixture, seamless and 
other hosiery, has been discontinued 
and sold to Westminster, Ltd. 


Lefi & Co. Move 


Lefi & Co. have removed their of- 
fices to 389 Fifth Avenue, New York, 
in conjunction with Weber & Fried- 
rich, hosiery manufacturers of Phila- 
delphia. 


Add Second Fashioned Hose 


Within the next two to three 
months the Davenport Hosiery Mills, 
Chattanooga, Tenn., heretofore 
known as makers of seamless hose, 
will be ready to deliver a 42-gage 
medium weight, full fashioned silk 
stocking, silk to the welt to retail 
around $1.50. The company recently 
brought out an all-silk chiffon full 
fashioned hose. 


Gotham May Expand in New 
York 


Expansion of the Gotham Silk 
Hosiery Co.’s activities in New York 
is foreshadowed in the purchase by 
the company of five old buildings at 
404 to 412 East Thirty-fourth 
Street, New York, adjoining the 
company’s factory at First Averue 
and Thirty-third Street. 
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STYLE 50-A 





TRIPLE 
WEAR 
BAND— 






A garter 
reinforcement 
inserted 
around the 
entire top prevents 
garter holes. Gar- 
ters are easily 
attached om the 
reinforced position, 
it being plainly 
marked with two 
red __ stripes. A 
sightly and prac- 
tical feature. 









You don’t have to open the box 
to see the color! 


This new window packing is a great advan- 
tage over the old style box, as it enables the 
clerk or the customer to see the exact shade 










without lifting the cover. 


Method of Manufacture Patented. Note 


the combined wear resisting features found 





LOCK CHAIN 
STITCH—An ab- 
solute runner stop 
for runners that 
would ruin the 
silk boot should 
they start from 
careless gartering. 









in every style we make. 







Method of Manufacture Patented 






No. 75A—-Medium weight pure silk top to toe. 42 gauge. 
Foot has a Sandal sole with shield insert at vital point of 
wear. 








Recommended retail price, $2.00 per pair. 


12 Strands 
Pure Silk 







No. 65A—Sheer, clear 42 gauge Chiffon silk from top to toe. 
Prolongo processed in our own Dye House, which seals the 
fine strands of silk, increasing the wear and preventing pull- 
ers. A Sandal sole with shield insert at vital points of wear. 


Recommended retail price, $1.95. 










No. 50A—Heavy twelve-strand pure silk. Well above the 
knee. 8 thread Sea Island Mercerized Cotton toe. The only 
8 thread toe manufactured. No more bulky than the usual 
four-ply, but much more durable. 


Recommended retail price, $1.95. 







EIGHT THREAD 
S EA ISLAND 
TOE — The onl 
one manufactured, 
soft, pliable, dur- 
able. The yarn is 
exceptionally fine, 
hence the toe is 
not bulky. 







No. 70A—-Medium we'ght 42 gauge silk to the hem top. The 
foot has a Sandal sole with shield insert at vital points of 
wear. 








Recommended retail selling price, $1.75. 


No. 60A—Clear Sheer Chiffon Silk to the Garter Hem. Mer- 
cerized foot has a Sandal sole with shield insert at vital 
oints of wear and is Prolongo processed in our own Dye 
ouse, which Séals the fine strands of silk, thereby increas- 
ing the wear and preventing pullers. 


Recommended retail selling price, $1.65. 









We solicit inquiry from responsible merchants for ex- 
clusive agency. Write for details. 


Triple Wear Hosiery Mills 
Herbert and Worth Sts. 
Philadelphia, Pa. 
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